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VOICE of the TRADE 


HIENRY FORD says: 

“The people of the United States 
are fed up with idleness and are 
going back to work. This is the 
solid base on which the country 
will get onto an even level of pros- 
perity. I am not a prophet, but I 
have no fears for the new year. 





“Every one seems to be more of 
a mind to make some kind of start, 
Every one is more than willing to 
do something, and there is increas- 
ingly more to do. This country has 
never known prosperity. All that 
is still ahead of us. We say we 
are rich, yet we have never yet 
produced enough of anything to 
properly supply any need, except 
possibly food. The real period of 
sufficient production and adequate 
distribution is ahead of us. 

“I look for a moderate and nat- 
ural increase in all lines in the new 
year, and perhaps this will mean 
much more than the words seem 
to imply. Anyway, the movement 
is onward, and we are pretty sure 
it is upward.” 

* * * 
THE first shoe and leather show of 


record was that in New York, 
December, 1764, as a part of an ex- 


position “For the Promotion of 
Arts, Agriculture and Economy.” 
Prizes were offered thus: 

£10 (about $50) for the best pair 
of women’s shoes made entirely of 
materials obtained in the Provinces. 

£10 for the 50 best sides of sole 
leather. 

£20 for the 20 best sole leather 
bends. 

* * x 

¢*©& DEPARTMENT store shoe 
buyer must be quite versatile,” ob- 
served James A. Lawrence, of the 
Meier & Frank establishment in 
Portland, Oregon. “A man in a 


specialty store can concentrate on 
one or two specialties, all more or 
less closely related, while we who 
have a good sized women’s shoe 
department under our jurisdiction 
must be able to talk intelligently 
in ten or twelve separate languages. 
We have that many different lines 
of shoes, each having its own pecu- 
liar problems. 

“The next biggest problem we 
as a group of shoemen have to 
solve is that of proper and fair 
compensation to our salespeople. 
We all have men who are trade 
builders, but whose selling costs 


Page II 


are high. It does not seem quite 
fair to penalize these men by keep- 
ing them on the same basis as the 
fast sellers.” 
* * *% 

P. A. O'CONNELL, president of 
KE. T. Slattery Company, Boston, 
says: 


g 
my 
er 18) 


ME 


Ss a 





“Prospects for 1936 in my opin- 
ion call for a policy of aggressive 
promotion. Fundamentally the 
condition of business is sound, and 
good evidence exists that the im- 
provement that started nearly three 
years ago and still continues is 
part of a long swing upward, such 
as followed all other major re- 
adjustment periods. The year ahead 
may well bring the most rapid 
gains we have seen yet. Presiden- 
tial election is taken as assurance 
of heavy government spending, 
probably in excess of four billion 
dollars. Banks are bulging with 
credit, and financing of consumer 
purchases is expanding by leaps 
and bounds, extending time pay- 
ments to almost every field of con- 
sumer goods. Confidence in sta- 
bility of commodity prices is re- 
stored. With this combination, al- 
most any degree of trade expan- 





sion can take place in 1936. It 
should be a year in which well- 
planned sales effort, backed with 
advertising, will pay big divi- 
dends.” 


* * * 


DAVID WOHL, president of the 
Wohl Shoe Company of St. Louis, 
says: 

“What are the prospects for dif- 
ferent types of distributors? I do 
believe that chain stores have now 
reached their peak of development 
—that is not to say that some 
chain organizations will not grow 
and become more successful. Gen- 
erally speaking, it is my opinion 
that they will endeavor to con- 
solidate their position instead of 
further expanding. 


“The so-called independent mer- 
chant has greater opportunity to 
develop his business today through 
aggressive and capable manage- 
ment. He has learned much from 
chain store methods and due to 
many other circumstances I look 
forward to marked progress in in- 
dependent retailing. 

“I have never had more confi- 
dence in the high purpose of Amer- 
ican business and its ability (if 
permitted to go ahead) to cope 
with the problems that may arise.” 





A TOUCH of romance. Two 
brothers from tiny Virginia and 
North Carolina towns decided to 
drive across the country with the 
Olympic Games in Los Angeles as 
their objective. A lunch stop in 
San Antonio; a walk around the 
town, for they had never heard of 
San Antonio before—and by night- 
fall the proprietors of a Juvenile 
Shoe Store. Within two years, 
Paul P. and Jack B. Zimmerman 
were able to finance a second store 
from the profits of the first one. 
Future expansions will be on cash 
reserves, too. This second store 
specializes on women’s shoes. At 
first it was a flop, as it was oper- 
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HALF A BUCK 





—Fifty cents in itself isn't such an 
important piece of change. 

—But fifty cents multiplied any num- 
ber of times can become a power- 
ful factor in an exercise of the 
imagination. 

—If every person in this country 
could and would spend fifty cents 
additional each day, it would 
mean an increased annual turn- 
over of twenty-two billions of dol- 
lars ($22,000,000,000). 

—This hypothesis is silly—no doubt 
about that. 

—But it does emphasize the impor- 
tance of good wages, and their 
influence upon national prosperity. 

—Most wages are spent as soon as 
they are earned. 

—And it's those rapidly revolving 
dollars that serve as a lubricant 
for rapidly revolving wheels of in- 
dustry. 


t..i06 Vee 


President 





ated on too cheap merchandise. 
Throwing this out and establishing 
prices of $3.95 to $8.75 proved to 
be the right move. Now the volume 
of this seven-man store, which is 
clicking, is on the $6.50 and $8.75 
prices. 

Paul Zimmerman’s answer to the 
question of “How do you get the 
women to wait?” was “If we had 
inexperienced shoemen just out of 
school, do you suppose they would 
wait? Everyone on the floor in 
both stores is a seasoned shoe fit- 
ter, so much so that we can safely 
and honestly guarantee our fits. 
Every man must know how to fit 
shoes correctly. We back them 
up by our buying methods. In- 
stead of having ten patterns of 
scattering sizes, we will buy three 
and have them in all sizes. A lot 
of walks were experienced at first, 
then as the trade learned to ap- 


1936 


preciate the value of good shoes 
correctly fitted, the business grew 
rapidly.” 

In the original juvenile shoe 
store, pleasant surroundings, a con- 
stant variety of smart styles and 
a natural flair for handling kids 
contributed to the success of the 
enterprise. Specialization on ju- 
veniles being a new experience for 
them, as they previously worked 
for someone else in a general store, 
they were helped a great deal by 
being lined up with the Merchants’ 
Service Plan. 


* * * 


DAVID OVENS, president of the 
National Retail Dry Goods Asso- 
ciation, and vice-president of J. B. 
Ivey Company, Charlotte, N. C., 
says: 

“It is impossible to forecast for 
1936. So many disturbing factors 
enter into the economic picture and 
we believe we are not warranted 
in planning for much increase, if 
any, over 1935. Much depends on 
how much government funds will 
be distributed and whether there 
will be a growing confidence in 
the administration on the part of 
business generally.” 


* * # 
a“ 
vv 

SHOES 





BB OOTS and planes! Anne Lind- 
bergh tells of them in her book, 


“North to The Orient.” First, a 
difficulty to obtain in New York 
stores an outfit of footwear suitable 
to the trip. Next, the radio broad- 
caster described her footwear ac- 
cording to formula and not accord- 
ing to fact as she and Colonel Lind- 
bergh took off for the flight. Then 
some comment about the moccasins 
of the trappers in the Hudson Bay 
territory. Next, a gift of a pair of 
sealskin boots from _ Eskimo 
women of Alaska. And then taking 
off the shoes and leaving them by 
the door of the home of their Japa- 
nese host. 

One might imagine that planes 
and shoes are as far apart as stars 
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But Anne’ Lind- 


and coal mines. 


bergh has much to say of footwear 
in “North to The Orient.” 


* * * rf 


LOUIS E. KIRSTEIN, vice-presi- 
dent of William Filene’s Sons Com- 
pany, Boston, says: 

“We have been optimistic dur- 
ing 1935 and we will enter 1936 
in a spirit of optimism. There have 
been enough favorable signs this 
past year to indicate that business 
should at least maintain the 1935 
volume and probably show an in- 
crease over it. The better lines of 
merchandise have shown a distinct 
improvement. There is .a tendency 
to buy higher-price things. We be- 
lieve this tendency will .continue 
and improve during the coming 
year.” 


«; * * # 


eJOHN WOOD, vice-president of 
B. Altman & Co., New York, says: 
“It is probable that many a 
good New York retailer will show 
less net profit for 1935 than 1934. 
Combination of weather and sales 
tax has been a little too harsh for 
delicate metropolitan constitutions. 
“If 1936 gives us a better break 
in at least one of these—notwith- 
standing the new unemployment 
taxes—New York retail volume 
should slowly move ahead.” 


* * * 


W HAT do they think about you 
in your old home town? James M. 
Kelly, shoe merchant of North 
Adams, Mass., writes: 

“I am writing you in the interest 
of all the citizens of the City of 
North Adams, Mass.—the home city 
of James E. Wall, general chairman 
of the National Shoe Fair. 

“Tt is no surprise to us all that 
your convention will be the largest 
and best ever held, as Jim Wall, as 
we know him here, has always been 
the minute-man of our fair city when 
it came to putting over any and all 
things pertaining to the good and 
welfare of our city. In fact, it is 
common knowledge throughout 
Berkshire County, if you wanted 
anything done and done right, see 
Jim Wall. We are all behind him 
100 per cent and love him for all 


he has done for our beautiful city 
in the Berkshires, so please stand 
up and give him the great hand he 
deserves. We, at home, I can assure 
you, will join with you. 

“All during the trying times of 
the past few years he has kept his 
factory, which is one of the finest 
and most modern in New England, 
running 100 per cent. 

“To Mr. Wall and all the shoe 
men who attended the convention, 
North Adams as one extends their 
best wishes for happiness and the 
best year for business ever had.” 


* * * 


M. L. FRIEDMAN, president of 
A. S. Beck Shoe Corporation, New 
York, says: 

“The closing days of 1935 com- 


» pared with 1934 show increasing 


evidence of a better year, not only 
for industry, but also for employ- 
ment. In generally forecasting the 
outlook for 1936 in the shoe trade, 
we may well-feel that the many 
favorable influences in other fields, 
particularly in the heavy goods in- 
dustries, give ample reason for 
looking forward hopefully to 1936. 

“While some of our economic 
problems have responded to treat- 
ment, we must recognize that until 
the issues involving the constitu- 
tionality of certain legislation have 
been disposed of, there is a pos- 
sibility of hesitancy on the part of 


SSs> 
a 
a 























industry to undertake expenditures 
involving plant improvement as 
well as large scale expansion. 

“I consider it of paramount im- 
portance for retailing to start the 
new year prepared to maintain the 
gains of the past, to continue its 
efforts for higher standards and to 
strive for a better appreciation of 
employer - employee problems, 
thereby assuring greater security 
for labor and more stability for 
industry.” 


* * * 


HIE puts a P.M. on brand new 
goods, then takes it off when the 
goods commence to get sold well 
and sizes get broken. Harry B. 
Teets, who has made such a fine 
record with the Denver Dry Goods 
Co. shoe department, thus plays the 
reverse English on the usual P.M. 
procedure. 

According to this competent 
buyer, brand new high-style and 
top-grade shoes need the stimulus 
of a fair P.M. when they are first 
put on the shelves at the start of 
the season in order to make sure 
they are shown to all the trade. 
Take it from Mr. Teets, this is a 
first rate way to build up the style 
and quality element of a shoe de- 
partment. If it works in Denver it 
ought to work anywhere, when a 
buyer is keen in developing the 
“tops.” 


‘Sranam 
PUNTER - 


"It's been like this ever since he took up magic as a hobby." 
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Great Start 
to 







New 






Shoe Year 






THE biggest and best market fair in industry is the 
general comment of the majority of merchants and 
manufacturers in attendance at the National Shoe Fair 
in Chicago last week. 









* * * 










Industry opens a new year in optimistic enthusiasm 
for the goods and service it can render. 






* * * 










A chance remark by Herbert N. Lape overheard in 


the lobby, prior to the official opening of the show, indi- ing to a merchant said: “A blind man can make money 
cates its general optimistic mood. Mr. Lape in talk-  ;,, 1936. but remember I didn’t say a dumb man.” 


* 










* 





* 












The wholesome condition of the market made it 
apparent to many that it was profitable to make large 
future commitments at this time. 












* * 





* 





The two major associations both voiced their en- 
thusiasm over the show and indicated, on the platform. 
that the unified exposition is to be continued. 











* * 





The show was diversified to such a point that any 
merchant could find what he wanted—nationally known 
speakers, prominent trade speakers; orthopedic con- 
ference; store promotion clinic; operating expense 
consultation; fashion show; men’s style show with 
men’s suits and shoes on display; entertainment, rang- 
ing all the way from opera singers to radio amateurs. 
The program was so all-inclusive that there was some- 
thing going on appealing to every man and mood. 

















* * 


THE final banquet on Wednesday night was a sell-out. 
“standing room plus.” No more could be accommo- 
dated in the banquet hall. It was festive and fraternal. 
The speaker of the evening was a trifle too political 
in his opening remarks and received many partisan 
boos and catcalls, but as he said, “I asked for it and 
I got it.” He took it in good grace. There were inci- 
LEE E. LANGSTON, ‘newly appointed manager of the National dents of boisterous rowdyism inexcusable to any audi 
Shoe Retailers Association. ence of adults, but they must be forgiven. 


* 
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AT a meeting on Wednesday, Jan. 8, the new Board 
of Directors of the National Shoe Retailers Association 
elected the following officers for the ensuing year: 
President, Louis F. Tuffly; treasurer, Herbert J. Rich; 
first vice-president, John Laycock; second vice-presi- 
dent, Harry E. Fontius; third vice-president, George 
W. Hess; fourth vice-president, Frank E. Ballou; chair- 
man of executive committee, Jesse Adler. 


* * * 


The orthopedic meeting held some 400 serious- 
minded shoe men from 7 to 9 p. m. Tuesday. The 
meeting would have continued indefinitely but for 
the promise given by: Chairman Pigeon that he 
would adjourn in time for a scheduled festivity. 
When you can bring a group of orthopedic- 
minded shoe men together for early breakfast at 
8:00 a. m. it is a sign that the hunger for knowl- 
edge of foot health continues unabated. 


* * * 


HAND BAGS, hosiery, accessories, and articles other 
than shoes were given their first national prominence 
at this show. Most unusual hand bag service was em- 
phasized by one progressive organization who proposed 
to build hand bags to match, in color and design the 
shoes bought by the merchant, and furthermore to 
give in stock service on hand bags on nationally known 
numbers companion to shoes. This was the newest 
innovation of the year and heralds a greater interest in 
the sale of accessories through shoe stores. 


* * * 


MICHAEL MURPHY, Houston, Texas, and C. Ben- 


jamin Rush of Detroit, consultants on shoe store pro- 


Stimulated Buying, Selling, Pro- 
motion and Spirits Indicate 


Good Business Ahead 


Assembled shoe retailers and manufac- 
turers in session listening to a fighting 
talk on the subject of "Government and 
Business," by General Hugh Johnson. 


motion, both acknowledge that hundreds of merchants 
that came to them for merchandising advice wanted 
help mainly in the division of getting the customer to 
come into the ‘store. These merchants were less inter- 
ested in service features and more interested in cap- 
turing the imagination of the customer. 


LOUIS F. TUFFLY, President, National Shoe Retailers Asso- 
ciation, Krupp & Tuffly, Houston, Texas. 
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With all the activities at the headquarters hotel it 
was natural that there would be less men in motion 
in the Morrison. There were times when exhibitors at 
the Morrison were disappointed at their general at- 
tendance, but in some instances it was more than com- 
pensated by the fact that buyers could actually buy 
with their mind on the goods, sizes and orders. 









rece Mh e #.%& 













* * * 








The less said about the non-participating exhibitors 
at the La Salle the better. They learned a lesson that 
when an industry is unified sentimentally, industrially 
and fraternally, that it is not the thing to do. This 
form of bootlegging may not occur again for the net 
results were “a misdirected morgue.” 













* * * 





In summation, the first National Shoe Fair had 
everything for everyone. : 

Everv shoe of human use was to be had at 
every price and grade. Every merchant and 
manufacturer who was show-minded had an op- 
portunity to “meet, mix and mingle in the best of 
spirits.’ It was a happy augury of a good year 
ahead. Industry came into a big city in a big way 
and in four days folded its tents and returned to 
normalcy. The tonic of such a great gathering 
will stimulate progress and prosperity in 1936. 













E. H. MOODY, of San Antonio, Texas, newly elected president, 
National Shoe Travelers Association. 







The accountancy experts from the Northwestern Uni- 
versity were busy every hour of the day for four solid 
days in going over the operating cost sheets of mer- 
chants and indicating changes that increase service and 
decrease expense. We will have more to say on this 
subject when Director Duncan renders his official 









report. 






* * * 



































The show was not all shoes, nor all serious, for it had t 
within it many elements of frolic and friendship and ‘ 
not a man of the thousands in attendance evidenced I 
intoxication to such a degree as to be obviously ob- P 
jectionable. It either means that shoe men can take t 
it, or that now that prohibition is out of the way, liquor : 
is incidental to show life. tl 

4 * * re 

The capacity of any hotel in America is a major . 
problem in the future of National Shoe Fairs. Where d 
can a hotel be found large enough to hold an entire , 
industry on display and at the same time provide ade- eS 
quate elevator service and facilities of contact. The | 
Palmer House, as headquarters hotel, kept a battery " 
of eleven passenger and eight service elevators in con- T 
stant motion, packed to the door, from early morning MISS HELEN CORNELIUS, Harpers Bazaar, looks with interest se 





to early morning. It wasn’t really adequate for the mob. at Boot and Shoe Recorder Daily. 
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THE fundamentals of sound human relations in shoe 
retailing were emphasized at the annual meeting of 
the National Council of Shoe Retailers, Inc., held in 
the Palmer House on the morning of January 8, 
analyzed and stated in rounded form by the principal 
speaker, H. L. McCarthy, dean of the College of Com- 
merce at De Paul University; stressed by the chair- 
man of the meeting, Ward Melville, and cited in 
the report of the executive secretary as one of the 
most important objectives of the council’s work. 

After analyzing in detail problems of human rela- 
tions involved in the different types of organizations 
selling shoes at retail, Mr. McCarthy declared that he 
believed it possible to “build employee morale to the 
end that every employee will always have the spon- 
taneous reaction that ‘his is the best company in the 
world to work for.’ I think we would all agree that 
this sentiment is one that does carry over in the clerk’s 
relationship with the buying public, and is something 
much to be desired.” 

Mr. McCarthy emphasized the importance of “han- 
dling men” as a modern managerial function fully as 
important as handling cash or merchandise, saying, 
“the most important element of the job unit is not the 
quality and price of merchandise, nor the window 
decoration, nor the layout nor the location of the store. 
The important factor is the way in which your repre- 
sentatives in the store deal with the public. Their deal- 


SHOE 
RETAILERS’ 
COUNCIL 
CONVENES 


Chain Store Group Elects Officers, 
Transacts Business and Hears 


Speakers in Chicago 


hd 
NS 


WARD MELVILLE 


ings with the public will be a reflection of their atti- 
tude toward the company, and reflection of the com- 
pany’s interest in them. 

“I have suggested to shoe merchants on previous 
occasions that if they really want to tap the potential 
reservoirs of super-salesmanship which exist among 
their present personnel, they can do so by making a 

[TURN TO PAGE 32, PLEASE] 


OFFICERS AND DIRECTORS OF NATIONAL COUNCIL OF 
SHOE RETAILERS, INC. 


Elected on January 8, 1936 


Ward Melville President 


G6. L. Smith 


Melville Shoe Corp'n, New York 
Ist Vice President 
G. R. Kinney Co., Inc., New York 
C. H. Feltman 2nd Vice President 
The Feltman & Curme Shoe Stores Co., Inc., Chicago 

A. A. Gallenkamp 3rd Vice President 

Gallenkamp's Stores Co., Inc., San Francisco 
Robert W. Schiff 

The Schiff Company, Columbus, Ohio 
M. L. Friedman 
A. S. Beck Shoe Corp'n, New York 


Secretary 
Treasurer 


Milton Simon Director 


L. Simon Company, New York 
Lawrence Merle Director 
Endicott, Johnson Corp'n, Endicott, N. Y. 
L. B. Sheppard 
Sheppard & Myers, Inc., Hanover, Pa. 


Director 
F. A. Miller Director 
Miller-Jones Company, Columbus, Ohio 
Harry Edison Director 


Edison Brothers Stores, Inc., St. Louis 
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HEADLINERS 


GENTLEMEN 
AND LADIES 
LOOKING AT YOU 


‘ller, president of the 

- and 8 soldier, Fred = yoneeh N. Lape talk 
T manufacturers Association, an 

TRIUMVIRATE—"we Manufacturers | Hugh Johnson. 


National Boot ond SH AA Tecision with Genera 
over 


P , how of Buf- 
NIANS EVER—Harry hey “jose, Calif. 


CALIFOR th Chester Herold © 


falo, wi 


STYLE DICTATOR — George 

Hess, Baltimore, makes an im- 

passioned plea to retailers to 

sell the correct shoe for each 
costume. 





PERT—Pauline Rowe, |. Miller's stylist, illustrates 


th eae rd shoes. 
A QUIET CORNER finds J. W. Slattery and N. @ new coordination between handbags an¢ shoes 
B. Hart of Johnston & Murphy discussing convention affairs. 





BOOT AND SHOE RECORDER, January 18, 1936 


sfAND FOOTNOTERS 


Caught-in-the-act by Recorder’s candid 
camera as they did their stuff at the Nation- 
al Shoe Fair at the Palmer House, Chicago. 
They say that a picture is worth a thousand 


words. If this be true, we present here a 


living history of those four memorable days. 


All photos by 
Recorder staff photographer 


GENTLEMAN'S LADY—Ruth Kerr selects the shoe wardrobe for 
American gentlemen for Spring and Summer—1936. 


COWBOY BOOTS FOR 

A SOLDIER— Ernest 

Justin, H. J. Justin and 

Sons, Inc., presents General Johnson with a pair of boots from the 
"woolly west.’ 


TIME OUT FOR A STYLE NOTE—James E. 

Wall, Shoe Fair's Big Boss, steals time out 

to see what the men will wear next Spring 
and Summer. 
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CASUAL, 
COLORFUL, 
CONTRASTING 






















PEOPLE are much more important than clothes, 0: J 
than any inanimate objects. The study of fashion, there- 

fore, becomes absorbing as it becomes a study of what 

people want to wear. And the business of fashion has 

infinite human interest, because it’s the business of sup- 

plying all those people with clothes. 

Now I am going to ask you to consider an audience 
which is most of the people that most of us here are 
concerned with. 

Can you visualize 25 Kansas Citys? Why, you say, 
do I pick Kansas City? Not, I assure you, to give 
publicity to the city of my birth, but because Kansas 
City happens to be a good symbol. Kansas City has, 
[TURN TO PAGE 36, PLEASE! 


The Tailored Suit 


in gray, Menswear flannel, which can be worn with 












I—GRAY SHOES as illustrated. Reverse calf, shawl tongue, 
low heels, ensembled with gray hat. Sulphur yellow gloves and bouttonniere. 






2—NAVY SHOES. Suede and calf pumps, with Navy gloves 
and bag; white and Navy polkadot hat and scarf. 












3—BLACK PATENT SHOES. Tongue pump with patent bag and 
hat band, gray gloves. 










4—WINE SHOES. (Rust also a smart possibility.) Broad strap 
calf model shown with matching gloves and hat band. 






The Soft Town Suit 


in Navy sheer wool with four different colored wool pom-poms. 








I—Navy Patent Shoes (as illustrated), step-in, chamois kid trim, 
with chamois straw hat, gloves and pom-poms. 







2—NAVY KID SHOES, low-cut oxfords, worn with pink gloves 
and pom-poms, navy bag. 







3—NAVY GABARDINE SHOES, oxford with white stitching, 
white gloves, red patent bag. 












4—RUST SHOES. Calf tongue pump, with green hat and pom- 
poms, rust gloves and bag—dramatic three color combination. 
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by words that sum up the Spring style story. 
says Julia Coburn, Fashion Editor of the 
Ladies’ Home Journal, in her Spring Footwear 


presentation at the National Shoe Fair 


It's an Accessory Season .. . states 
Miss Coburn and to dramatize her 


point, she shows four basic suits, 


each with four changes of shoes. 


The Town and Country Topeoat Suit 


with Navy skirt, green jacket and tan "baby swagger’’ coat. 


I—LUGGAGE TAN AND BROWN SHOES (illustrated). Buck 
broad strap with alligator. Tan hat and gloves, and brown bag. 


2—BROWN SHOES, monk reverse calf model. Brown hat, gloves 
and bag. 


3—NAVY SHOES, reverse calf, zipper oxford, with green gloves, 
navy hat and bag. 


4—RUST SHOES, calf tongue pump with rust gloves and bag, 
navy hat. 


The Print Suit 
getting on towards Summer, in bright multi-color pattern. 


I—Two-Color Shoe. (Illustrated.) Red and blue patent open-. 
heel sandal, red hat with blue bow, red gloves and bag. 


2—Black Patent Shoes. Slashed oxford with matching bag, green 
gloves, hat with multi-color bows. 


3—Black Kid Shoes, step-in, patent-trimmed, with black bag, 
yellow hat and gloves. Either two or three might also have worn navy shoes. 


4—White Shoes, button-trimmed sailcloth pump, white hat, bag 
and gloves. 
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PRESERVE THE FREE SPIRIT 


TO evaluate a National Shoe Fair in terms of direct 
buytng is impossible. There are values other than 
those on the order sheet. When an industry combines 
to do a job of showmanship at the beginning of a 
significant year, it receives values in good will, friend- 
ship and promotion that cannot be calculated in money. 
Many merchants saw merit in lines and received at 
first hand convictions as to the integrity and character 
of supply houses that may translate themselves into 
lifelong affiliations. These are the greatest of all values. 
But buying—there was plenty of it. Some concerns 
report that production from now until Easter is re- 
served for the orders and commitments taken up to 
date. 

Others came to the market and found that they had 
missed the mark in styles, colors, patterns and prices, 
and as a result reaped little business, but attained values 
in terms of correction and change necessary to make 
factory service efficient and economical. Merit and 
timeliness in a competitive market win out—all other 
factors being equal. 

No matter what the entire cost of the show was, it 
justified its existence. No industry in America ob- 
tained so much for so little expended in comparison 
with total dollar volume of the industry. Other indus- 
tries to achieve the same results, hold many shows in 
many parts of the country. The show job was done 
for shoes in a big way at the right time. Whatever 
other shoe shows are held throughout the country are 
so local in character that they are just exhibit expres- 
sions of traveling men before state and local merchants. 
Evidently the industry has definitely decided to hold 
one major market show and to put all of the best of 
its art and effort into that major undertaking. 

It was worth the trip to the market show for just one 
touch of philosophy that came from a great leader, 
Frank C. Rand. Here it is: 


“If a fixed standard of quality is to determine the 
business policy of merchant or manufacturer, then 
prices must become variable and must change with 
rising or falling markets. 

“If fixed prices are the controlling factor in one’s 
business then quality becomes a variable quantity 
and must decline with rising markets. When costs 
rise, prices go up or quality goes down—no one can 
deny that.” 


An industry can build itself anew as an instrument 
of public service by the establishment of such a “fixed 
standard of quality” policy. 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


It was a definite answer, in a way, to the statement 
made by General Hugh S. Johnson, who in picking an 
example from his War Industries Board work in 1917, 
said: 


“Take your own industry. In order to make a 
scant supply of leather serve a tremendous need, 
you worked out, as your contribution, a great reduc- 
tion of styles and types to a very few—about three 
price classes. It was a complete surrender of many 
trade advantages. You were about to stamp the re- 
tail prices on the soles and if the war had gone on 
another year, the civilian population would have 
been in uniform so far as shoes were concerned.” 


If you will remember back, the industry made vigor- 
our protest at that time against any system of stamping 
retail prices on shoes, but if it were a war measure, the 
industry was ready to make almost any sacrifice except 
that. Perhaps the idea of regimentation was not en- 
tirely missing in the philosophy of the NRA. 

Fortunately, this industry never had to face that 
economic conception of price-fixing at the point of sale 
cost. In the first place, the war ceased and in the 
second place the Blue Eagle was decapitated, but the 
consumers’ boards have now taken it up. 

We will hear more on the subject of shoe regula- 
tion as time goes on. One step in that direction will 
be the pure shoe laws to indicate the ingredients in 
footwear. The starry-eyed economists who feel that they 
represent the consumer have always in the back of 
their minds, an attack on the margin between cost and 
selling price. The basic idea is to cut the cost of 
distribution. 

If this industry is to continue to be individually 
free and economically competitive, it must retain 
the fundamental philosophy of flexible prices on 
shoes, rising and falling with the market and par- 
ticularly with that most fickle fashion market that 
makes valuable or perishable the footwear of a 
nation, not because of a bottom stamp, but be- 
cause of variable selection by the public itself. 

The most wholesome observation of the entire show 
was the preservation of the competitive spirit based on 
merits, not mandates. To compete may be difficult, but 
in the last analysis progress is made only by the merit 
of goods made and sold in competitive spirit. 
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y oon challinge 


backed by*100.00 cash 


No. 8379 White Saratoga Buck, wingtip brogue bal oxford with medallion; 
choice Oak Bend soles, leather 7 lining, hard heels. Also No. 8271 in 
p. 


Black Kip. No. 8171 in Maroon 


To the First Retailer in this country 
who can show us a line of men’s, in 
stock, Welt shoes retailing at $3, of 
this season’s domestic make, offering 
features even equal to those listed 
below, we'll forfeit $100 cash. 

Read these features: 


In Stock 

Sport Shoes 

Ventilated (in- 
cluding Dan- 
iels Patent 
Ventilated 
Shoes) 


All W bites 
Staples 
Leathers 


No. 8385 White Elk Ventilated Shoe, Daniels Patent—plain toe vamp, strap pat- 
tern bal oxford; choice Oak Bend soles, rubber heels. Also No. 8485 in Black 
Kip. No. 8585 in Tan Kip and Hemp. No. 8586 in White Elk and Maroon Kip. 


16 styles 

22 styles 

Saratoga Buck 

White Elk 

Maroon Leather 

Top Grain Kips 

Choice Oak Bend 
Soles 

Kidskin 

White Canvas 


Price to the trade $2 less 5%, 10 days 
(hard heels $2.10) 


Thousands of dealers already carry 
this line. Other thousands will buy it 
when they compare values. The rising 
price of leather has not persuaded us 
to raise prices or lower quality. We 
are content to take a small profit on 
volume. 


Be sure to see our mh line—50 
unbranded profit makers 
to retail at $3. 


Catalog mailed on request. 
Write Department K-3. 


A DIVISION OF THE GENERAL SHOE CORPORATION... NASHVILLE, TENNESSEE 
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EN speaking to buyers and directors of personnel in 
department stores and to independent shoe merchants 
one frequently hears a discussion as the result of which 
emerges a completely tangible physical description of 
the ideal salesperson for the children’s shoe department. 
But can there be such a description? 

A careful study of this subject, through close per- 
sonal contact with those who sell in juvenile shoe 
shops and departments as well as general shoe stores 
throughout the country, provides unquestionable evi- 
dence that success in the retail selling of children’s 
shoes is a matter of personality — of physical char- 
acteristics. 

In one shop we find a comely maid of twenty and 
a widow nearing sixty. Certainly they bear no re- 
semblance to each other in any visible element. Yet 
both are definitely outstanding in ability to sell chil- 
dren—and just as important, mothers. 

In another city we find a very commendable job 
being done by a young married man, perhaps thirty 
years old, and a bachelor maid of thirty-five. 

And so, as we travel over the country seeking the 
ideal, we conclude that it is a mirage and find it con- 
stantly evading us. But, you say, there must be some 
answer. There is! It is an answer, however, that 
cannot be found in an optical survey of appearance 
nor in the replies set down on an Employment Appli- 
cation Blank. We can dispense with the obvious 
requisites such as ability to fit properly and simple 
selling skill. Not that these qualities are unimportant, 
but because they need no explanation. 

In an endeavor to find the subtle solution to this 





In Selecting the Staff for the Child- 
ren’s Department, Counsels the Author 
of this Article, the Ultimate Test 
Should be Whether or Not the Sales- 
person has a Genuine Affection for 
Children. 


CHOOSING 
SALESPEOPLE 


To SELL CHILDREN’S SHOES 


by W. W. KISS 


important problem we have talked with hundreds of 
salespeople in dozens of cities and have had their sell- 
ing records made available for our perusal. We have 
gone further and interviewed the loyal customers of 
many of these individuals in an endeavor to ascertain 
what particular quality or characteristic was univer- 
sally responsible for success in this business. 
Consider, for instance, the following typical con- 
versation with the mother of three children in a certain 
large middle-western city. The names, of course, are 
fictitious. 
“Mrs. Saunders, would you mind telling us where 
[TURN TO PAGE 39, PLEASE | 
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RONZE KID FOR SPRING 


Bronze kid plays a surprise role for Spring. 


Lovely little square-toed pumps with a Colonial fan-shaped 
tongue, and one and two eyelet stepins, have already appeared 
in smart shops. This early acceptance of bronze footwear, 
which can be worn smartly with any color and with prints, 
points to its further success. 

Bronze was a definite style forecast at the last style conference, 
and its adaptability for wear with black as well as color was 
stressed by a fashion editor of international fame. 
Amalgamated Bronze is bronze clear through the skin and 
upholds the quality and color standard of the Amalgamated 
trademark. 


AMALGAMATED LEATHER COMPANIES, INC. 


WILMINGTON, DELAWARE e 84 GOLD STREET, NEW YORK 


malgamated 


When writing advertisers please mention Boot and Shoe Recorder 














F. H. MILLER 


SIXTY years of business progress, 
marked by steady growth from a 
Gloversville, N. Y., to a concern 
whose name and fame as a manu- 
facturer of white washable kid 
leather extends around the world, 
is the proud record of G. Levor & 
Co., Inc., whose anniversary is be- 
ing observed this year. Few con- 
cerns in the leather industry have 
had a more interesting history. 

It was in the year that America 
celebrated the centennial of the 
Declaration of Independence with 
a World’s Fair at Philadelphia that 
a young clothing merchant in Glo- 
versville astonished his friends by 
announcing his retirement from that 
business. 

Gustav Levor was too much in- 
terested in scientific knowledge and 
too studious a person to be content 
with a general furnishings business. 
For a long time he had been carry- 
ing on various scientific experi- 
ments in a crude laboratory in the 
basement of his store. He loved 
chemistry and his experimentation 
led him to undertake tests with va- 
rious processes of tanning small 
size skins. The results determined 
his future career. It was in 1876 
that the first leather personally 








PIONEERED IN WHITE SHOE LEATHERS 
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G. Levor & Co., Who Observe Sixtieth Anniver- 


sary This Year, Developed a New Fashion Trend 


in 1914 That Brought on a Revolution in Sum- 


mer Footwear Styles 


tanned by Mr. Levor was sold. The 
profit evidently exceeded the mark- 
up on men’s furnishings because he 
then decided that he was going into 
the business of manufacturing 
leather. 

Shortly afterward, Mr. Levor ac- 
quired an abandoned building in 
Gloversville which he converted 
into a small tanning plant. His 
tannage was liked and also the way 
he did business, with the result 
that within ten years volume pro- 
duction became necessary. A new 
plant was constructed in 1885 on 
the present site of one Levor tan- 
nery and leathers were being ship- 
ped in quantity to the glove and 
shoe trades. 

Continued progress and growth 
marked the course of G. Levor & 
Co. Development was rapid because 
the shoe trade was receptive to 
sound merchandising methods and 
appreciated good values and fair 
dealing. In 1914, Levor com- 
menced tanning white leathers. Up 
to that time, white shoes were prin- 
cipally made of canvas, satin and 
other fabrics. Leather was not a 
factor in the white season in those 
days. But Levor changed that sit- 
uation. 

With the alert vision that deter- 
mined the change in his business 
career, Mr. Levor recognized the 
potential volume of leather he could 
get orders for if only the shoe 
trade could be induced to consider 
a switch from the white fabrics 
then so commonly used. To sup- 
plement his own persuasive efforts 
and those of the Levor sales staff, 
he tested the influence of advertis- 
ing upon trade opinion. The in- 
novation of white shoe leather won 
gradual acceptance. G. Levor & 


Co. became better prospects for ad- 
vertising and began to spend more 
money for publicity. 

The complete revolution in whites 
came three years after Levor first 
introduced his white tannage. Not 
only was white leather predominant 
in the Spring and Summer seasons 
of that year but white kid boots 
were the rage throughout the en- 
tire Winter. The demand for white 
leather was precipitous and other 
countries sent in rush orders for 
Levor upper stock. 

For many years, the bulk of Levor 
production was on white genuine 
Brazil cabretta, but as research de- 
veloped, exclusive processes for 
tanning washable, pure white kid- 
skin, the ratio changed completely. 
Throughout recent years the major 
part of Levor’s output—the largest 
production of white leather by any 


[TURN TO PAGE 43, PLEASE] 
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THE MOST POWERFUL NATIONAL 
ADVERTISING CAMPAIGN 


ever put behind a new style shoe, as far as our records 
can determine! 


Www Groe Gownsgasny, 


MANUFACTURERS ¢« SAINT LOUIS 
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BY 2BBOOO,O00 


And You’ll Get A Picture of the Number of 
Times Women Will Read Selling Messages In National 
Magazines About the World’s “ Most Modern” Shoes. 


AIR/STEP 








The Style Shoes With the Magic 
“Shock-Absorbing” Sole! The 
Line That Is Fast Becoming 


America’s Most Valuable Shoe > 


Franchise for Retailers ! 


For the first time in the history of 
shoemaking, a shoe that boasts a 
unique comfort feature—a shock-ab- 
sorbing sole—is smart enough to seli 


on style alone. And it sells in a vol- 


ume price range $5.50. 


Air Step has a story all its own, and 
that story is being told dramatically 
in five leading women’s magazines. 
Women in your city and in your neigh- 
borhood will read about Air Step’s 
sensational features . . and they'll be 
impressed additionally by the fact that 
these shoes have been awarded the 


guarantee of Good Housekeeping. 


Don’t fail to let the Brown Shoe rep- 
resentative tell you why Air Step is 


your one outstanding profit opportu- 


nity for 1936. 


ote HE ~_ *S0pa,, 


INT VAY iam 
GUARANTEED 
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Sport Suits Comprise 60% 'of America’s 



































Production of Clothing for Spring and 


Summer, 1936— 


WHAT’S AHEAD IN 


An advance flash on the trends seen 
at the National Shoe Fair in Chicago 
—January 6, 7, 8,9 WITH sport suits comprising 60 per cent of all 
woolens now being tailored in men’s lines—sport 
shoes will have the most important year in their his- 
tory. White still continues to be the leader, but per- 
haps when the total volume has been checked off, we 














will see surprising figures on combination shoes. 

However, it will not be the combination of last sea- 

son nor any that we have known to date, but smarter 

combinations of color in newer and fresher patterns, 

sole and heel detailing. These innovations should 

provide interesting checking material when the season 

is past and the total sales volume has been recorded. i 
Considering the sport shoe picture first from the 

color angle, let us say most emphatically that color ‘ 

has arrived. First, in the sturdier type all-over re- i 

versed calf brogues and bluchers one finds brighter s 

tones of brown and some shoes in discreet green and 0 

dark blue with colored welts and soles. Apparently ve 

color has reached the point where it is no longer tk 

shown with apologies and many lines now feature 

color. Because of the importance of color, saddle shoes m 


are definitely on the return. No longer are they to be 
promoted as college boys’ shoes. They are exceedingly 
smart in white buck with blue or green saddle, in two 


Pig 
The saddle shoe in all white buck and anc 
trimmed with deck blue or green reversed stur 
calf. The custom combination with punched use 


through perforations. com 


EOI M2 He 
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Dates! 
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indicating the Greatest Sport Shoe Year 


in the History of Men’s Shoe Retailing. 


SPORT SHOES 


tones of brown reversed calf and in warm brown pig- 
skin in combination with either white buck or tan 
reversed calf. The saddle seems to be the logical place 
for introduction of crocodile in trim. An important 
development is the combination of the saddle in 


white buck with vintage calf trim, for the first time” 


combined with a wing-tip motif and a bold overlay 
of calf on the quarter. 

White washable calfskin is being used to trim brown 
reversed calf, both in saddles and in wing-tip models. 
Some of the western houses are showing and report- 
ing all-white washable calfskin shoes. 

Luggage calf is on the increase as trim for sport 
shoes. However, retailers report that it is not meet- 
ing with the acceptance they expected in town and 
street types. The best combinations feature the use 
of vintage and bourbon on white buck and brown re- 
versed calf. Black-and-white combinations are on 
the wane—blue trimming gaining the favor. 

An interesting treatment is the Mexican-Indian 
motif of lacing on white bals and bluchers. We illus- 

[TURN TO PAGE 38, PLEASE] 





Overlays as lace stays and on quarter leave 
the toe plain in bals and bluchers. 


by 
John Reilly 


The Toltec inspired by an old Mexican Indian 
design. 





Pig is more popular in trim 
and as a service leather in 
sturdy types. Crocodile is 
used in saddles and trim on 
combinations of buck type 
leathers and fabrics. 
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When Shoe Fellows Get Together 





What with three big national shoe associations holding con- 
ventions, electing officers and applauding speakers, congratula- 
tions went round and round in Chicago last week. Here the 
Recorder's candid camera caught Otto Hassell of Chicago shak- 
ing hands with Harry Fontius of Denver, who was elected second 


vice-president of the 


National 


Shoe Retailers As:ociation. 


N.S.R.A. wheelhorses, both of them, and both mighty pleased 
about everything, just like everybody else who went to the 
hoe Fair. 





Shoe Retailers’ Council Convenes 


[CONTINUED FROM PAGE 17] 


simple test. I give it to you for what ic 
is worth. Just walk into one of your 
stores some morning and put a fifty 
cent PM on any line you have in the 
store and then watch ihat line move. 
If you could record by means of a dic- 
taphone or phonograph the sales ef- 
fort of your clerks in their attempts 
to move that stock, you would find re- 
vealed capacities for selling which you 
didn’t dream existed. Now, I am not 
advocating that the way to get this kind 
of service is to make a universal appli- 
cation of the fifty cent PM. I am sug- 
gesting that you can get that same 
kind of enthusiastic selling without the 
fifty cent PM by substituting other 
motivations. 

“One of the chief executives of one 
of the largest companies in the country 
has stated that he owes his success to 
the fact that: (a) He used care in his 
selection of men, and (b) he tried to 
find ways of building morale and moti- 
vate these men so that they worked for 
something besides salary. 

“I suggest that this simple formula 
is the foundation of all good personnel 


practices. Select your men carefully 
with a view to your needs, their needs 
and their opportunities. Pay them by 
a method which will recognize differ- 
ences in the quality and quantity of 
effort. Hold open to them the prize of 
advancement and see to it that this 
advancement comes as a reward for 
merit. Find out the things that will 
draw out of them the enthusiasm which 
is needed for success. 

“Every man has latent springs of 
enthusiasm which can be discovered 
and developed. Scientific selection, 
scientific measurement of performances 
and progress, continuous scientific re- 
search for the purpose of discovering 
and evaluating the best methods of 
bringing out the best in men, form the 
technical basis for good personnel prac- 
tices. Over and above this, the intan- 
gible factors which cannot be measured, 
but which are of highest value, the fac- 
tors of loyalty, of enthusiasm, or pride 
in one’s association with the enterprise, 
must not be neglected.” 

The chairman of the meeting, Mr. 
Ward Melville, welcomed the shoe re- 





tailers who were present as guests of 
the council, and reviewed briefly the 
legislative outlook for 1936, discussing 
the prospects for the 30-Hour Bill, the 
O’Mahoney Interstate Licensing Bill, 
which he believed more likely to have 
the backing of organized labor than the 
30-Hour Bill, the Walsh Government 
Contracts Bill, the Shoe Labelling Bill, 
and possible legislation growing out of 
the Berry Industrial Council. 

Mr. William Girdner, executive secre- 
tary of the council, reported on the 
activities of the council during 1935, 
stressing the work of the council in 
the field of human relations and in the 
analysis of social security legislation. 


Sales Training Stressed 


Detroit—A policy of gradually rais- 
ing the qualifications of employees is 
being undertaken by Steven J. Jay, per. 
sonnel manager of R. H. Fyfe and 
Company. Personal appearance, backed 
up, of course, by good native intelli- 
gence, is being sought more than ever 
before. This applies to both men and 
women employees. Better dressed em- 
ployees are sought, both as to foot- 
wear and general costume. 

Younger girls are being employed, 
gaining detailed experience as cashiers, 
or in similar capacities. After a cer- 
tain time with the company, they will 
come to know the policies of the Fyfe 
organization, and will be experienced 
saleswomen, ready to present an attrac- 
tive and well-informed appearance upon 
the floor. 

This consideration to special per- 
sonnel training is even being extended 
to the colored elevator girls. A special 
meeting of these girls along with the 
porters is held weekly, devoted to 
special service problems of the store. 
They are taught patience, in meeting 
customers, who may be slow to get on 
or off the cars, efficiency and courtesy. 
In addition, they are trained to give 
full information about the store and 
take the customer to the proper depart- 
ment. 

“For the time that the customer is in 
the elevator,” according to Jay, “the 
elevator girl is the sole representative 
of the R. H. Fyfe Company to them. 
For that reason, the girls must give a 
satisfactory impression. In one day re- 
cently, three different people, both men 
and women, commented on what good- 
looking elevator girls we had. And we 
are quite proud of the fact.” 





To Run Full Capacity 


BELLows FALLs, Vt.—The new wood 
heel finishing plant in the Gobie Build- 
ing on Rockingham Street will be oper- 
ated at full capacity soon. Edward 
Kershaw, proprietor, has completed 
installation of all machinery and all 
carpenter work is now complete. At 
present the shop is working under part 
production which will be increased 
steadily during the next two weeks. 
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ADVERTISED 
at *3 to °4 


This outstanding advertising 
will create a greater demand 
tor these fine, moderate priced 
shoes. Meet that demand! Get 
your share of this profitable 
volume business by being the 
Paris Fashion Store in your 
city. Paris Fashion Shoes have ' 
the Good Housekeeping Mag- 
azine Guaranty, recognized 
by women everywhere as the 
standard of quality. 


Merchandised ee ty00t MADNESS YZ = —s The Only $3 to $4 Style Shoes 
= Nationally Advertised ! 





Guaranteed By GOOD HOUSE- 
- KEEPING as advertised therein 


@ This advertising is 
backed with the most 
outstanding line of Paris 
Fashion Shoes we have 
ever shown —to retail 


profitably at $3 to $4. 


Ask our representative or write 
for booklet describing the mer- 
chandising assistance offered 
by the Wohl Plan—a plan that 


has proved a success. 


NEWS FLASH! Since this ad was writ- 
ten our sales at the Chicago Convention 
were the biggest in our history! 


WOHL SHOE COMPANY 


SAINT LOUIS 
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STYLE STRESSED 
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AT DETROIT 


Michigan Merchants Told That Shoe Men 

Who Disregard Supreme Importance of 

Fashion Have Short Time to Live—Associa- 
tion Re-elects Entire Officers’ Slate 


Detroit—A fine family spirit of 
shoes, exemplified by a Michigan 
convention with 400 attendance 
gave further indication of the re- 
turn of confidence this week. The 
style show ran two performances on 
Tuesday night to overflow audi- 
ences. Convention sessions indicated 
the hunger of merchants to learn 
how to sell more and better shoes 
in 1936, but traveling men report 
business booked was_ relatively 
light. All officers were re-elected 
unanimously and Detroit was 
picked as next convention city. 

Monday’s luncheon established a 
state record for a noon-day conven- 
tion meeting. Three hundred shoe 
men were out for this opening ses- 
sion. 

The convention opened Sunday, 
the day being devoted to displays by 
manufacturers and a meeting of the. 
board of directors. The formal con- 
vention opened Monday noon with 
luncheon. Steven Jay presided, in- 
troducing notables and old-timers 
present. Andrew A. Bower, of 
Fyfe’s, sang solos and was encored. 

William T. Livingston, state con- 
vention chairman and president of 
Fyfe’s, said: “I want to warn manu- 
facturers of this country that people 
today are style-minded. The woman 
customer wants a shoe for every 
hour of the day. If you don’t man- 
ufacture for that need, you have 
only a short time to live. 

“Mr. Retailer, if you are not 
stocking style shoes you too will 
drop out, for-men, as well as 
women, are now style-minded.” 

Two important talks on current 
fashions and shoe trends were given 
by Sally Dague, fashion editor of 
Detroit Free Press, and Ruth Ami- 
don, N. J. Schorn Leather Com- 








1936 OFFICERS 


Clyde K. Taylor, Detroit, Pres- 
ident. 

M. A. Mittelman, Detroit, Exec- 
utive Vice-President. 

Robert D. Murray, Lansing, Secre- 
tary-Treasurer. 

Directors were elected as follows: 
For three years—B. C. Olsee, Grand 
Rapids; A. G. Pond, Jackson; J. H. 
Burton, Lansing; R. J. Schmidt, Hills- 
dale; M. A. Mittelman, Detroit. For 
two years—Fred Elliott, Flint; P. R. 
Appledorn, Kalamazoo; Ralph Mean- 
well, Ann Arbor; Fred Murray, Char- 
lotte; John Och, Cheboygan. For 
one year—E. T. Nunnely, Mount 
Clemens; Edward Dittman, Mount 
Pleasant; Steven J. Jay and Clyde 
K. Taylor, Detroit; John Mann, 
Port Huron. 





pany’s stylist. Nicholas J. Schorn 
said: “We are definitely pulling out 
of the depression. During days of 
prosperity we became softened. To- 
day people will not be satisfied with 
cheaper goods and lower quality as 
they had to be in recent years. 
There’s a lot more profit in a $10 
shoe than in a $2 shoe. 

“Shoes are the most important 
part of clothing. If a man’s suit 
gets wet and doesn’t hang right, it 
won’t hurt his health; but if shoes 
break down, his entire health will 
suffer. 

“Don’t be afraid of a falling mar- 
ket—order better grade shoes. This 
market can’t fall. As a result of the 
drought we have eight million less 
cattle than two years ago. With the 
present tendency to improve dairy 


herds there cannot be an oversupply 
of hides.” 

The Monday night style show was 
attended by 1100, requiring a sec- 
ond performance. It was photo. 
graphed by newspapers and news 
reels. Extra publicity was secured 
the last minute when a Queen of 
Models was selected with Clyde K. 
Taylor, Sally Dague, V. V. Mc- 
Bryde and Nathan Hack as judges. 
The queen was Maxine Keller. Sally 
Dague announced the styles. 

Impressions of style show indi- 
cated two-color shoes important, 
dark basic shades leading with 
brown, gray and black patent trims. 
Fabrics as basic material with leath. 
er trim were also very popular. 
Higher cut shoes with wider strap 
appeared popular, slashed straps 
following. Perforations for decora- 
tions are important. Evening shoes 
tend to red, silver and gold. Men’s 
shoes showed principally gray and 
white buck. Arthur D. Anderson, 
Boot AND SHOE RECORDER editor. 
spoke at the show. 

Style trends were confirmed gen- 
erally by exhibitors who also said: 
Gabardines, especially in combina- 
tion with patents, frequently with 
white trim, are among the leaders. 
Toes are fuller, and heels lower, 
especially in higher priced lines. 
Local dealers are buying wider 
strap models. 

Business done at the show aver- 
aged 15-20 per cent over last year 
for medium priced nationally ad- 
vertised lines, but less known lines 
reported considerable disappoi"'- 
ment with sales. Semi-corrective 
shoes proved exceptionally good 
sellers, getting more than propor- 
tionate business. High priced shoes 

[TURN TO PAGE 47, PLEASE] 
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Casual, Colorful, Contrasting 


[CONTINUED FROM PAGE 21] 


roughly, 500,000 inhabitants. It has, 
roughly again, 100,000 families. Now, 
suppose all of Kansas City were com- 
posed of homes like those you find in 
the Country Club and Hyde Park dis- 
tricts—if you happen to know Kansas 
City . . . nice attractive homes, some 
more expensive, some less expensive, 
some apartments, but all representing 
good substantial American families. 


Kansas City—and Paris 


Have you that picture in your mind— 
100,000 homes? Now, please, picture 
25 such cities: dot them all over the 
country if you will—25 Kansas Citys, 
each one made up of 100,000 homes. 
There you have the audience I am talk- 
ing about, the 2% million homes that 
I visit each month with fashion mes- 
sages in the Ladies’ Home Journal. 
People, to my mind, far more exciting 
than Paris. In fact, you won’t even 
hear me mention Paris again today. 
I think it has the utmost importance as 
a source of fashion information. I’ve 
been there recently, I hope to go again 
before long, but my major concern is 
with people. The people in the twenty- 
five Kansas Citys that buy your shoes, 
Mr. Manufacturer, and that come into 
your store, Mr. Retailer. 

I introduce you thus to our audience, 
just as today I was introduced to you, 
because every fashion point I shall 
make today is planned for this audi- 
ence. 

We are coming into a period of more 
color in clothes . . . a hazard, and an 
opportunity. I have asked everyone I 
have talked to in the past few weeks: 
“Is more color good for your business?” 
They have agreed, almost to a man, 
that it is. But you have to decide what 
colors and how strong to go into them. 

You can’t sell what you haven’t got. 
And you can’t sell what you don’t be- 
lieve in. 

And everyone in your organization 
has to be sold. 

In a manufaciurer’s organization, the 
big boss and every single salesman 
must be sold. 

In a store, everyone must be sold if 
you’re going to do a job; the big boss, 
the advertising department, the display 
department, the training department, 
all other related departments, the buyer 
(it all really revolves around him) and 
every single one of his salesmen. Some 
people get sold more easily than others, 
but it’s easier to sell people something 
to which their eyes are accustomed. 
Seeing is selling. You want to sell 
colors this spring—show colors in every 
conceivable place. 

We all get used to anything. Do you 
remember when there was a great hue 
and cry about one-piece bathing suits? 
Now some of them are made in so many 
little patches that it would be far bet- 
ter if they weve in one piece! Do you 





remember when not so many years ago, 
navy blue shoes weren’t considered 
quite good taste? Today there are 
fewer staples than ever, but fortunately 
there are some very good classics. The 
difference between a staple and a 
classic is just this: a classic is a fash- 
ion that was so well liked that it 
couldn’t pass the way of most fashions, 
just like a slang word that is adopted 
into the language. A staple, so far as 
I know, never was a fashion; it is just 
something provided for people without 
imagination or taste. But how many 
such people are there? 

I gauge a shoe manufacturer’s con- 
servatism or progressiveness by his 
stock shoes. I know I’m treading on 
dangerous ground, but this is one of 
the things I’ve just got to get out of 
my system. We’re talking about fash- 
ion, and if you’re making women’s 
shoes you’re in the fashion business, 
whether you like it or not. The shoe 
manufacturer, or the shoe buyer, who 
bases his stock shoes on last year’s suc- 
cesses and thinks he’s done a job is 
underestimating the fashion conscious- 
ness of American women. Last year’s 
successes don’t always repeat. 

You, all of you, know the success 
story of a strikingly new shoe that was 
brought out last fall. I’m sure you 
know it because most of you have at 
least one shoe in your spring line that 
shows how you took it to heart. Would 
that shoe ever have been created if its 
designer had been brooding over last 
year? Would its influence ever have 
attained such proportions if the buyer 
who first promoted it had merely said 
to the manufacturer, “Can’t you give 
me something like 8117? That was a 
knockout last Fall.” 


Some "Cs" in Spring Clothes 


Women like to be tempted by the 
new, and this Spring and Summer sea- 
son will be a grand time for temptation. 
Can’t we all plunge, just a little bit, in 
the face of such an opportunity? 

I’m going to summarize the new 
clothes in some adjectives beginning 
with C— 

Classic 
Comfortable 
Colorful 
Casual 
Contrasting 
Creative. 

Perhaps I might add Contradictory, 
because how are you going to reconcile 
all these qualities? And yet, each 
makes its contribution to almost every 
good costume of the season. You’ll see 
for yourself later. 

Maybe I should even add to the list 
Crazy and Cockeyed. This season won’t 
go by any precedents. You have to be 
quick-witted and fast-moving to take 
advantage of it. 





Remember all these adjectives begin- 
ning with C this Spring . . . especially 
Casual, Colorful and Contrasting. 
These three little words sum up the 
story of Spring, 1936! 

The greatest service we can render 
our public this Spring is to help them 
to combine their colors successfully, 
and, fortunately, it’s the greatest ser- 
vice we can render our own businesses, 

Sell accessory color combinations! 
There’s no way out. Every costume 
really has to have a color plan... it 
demands two colors . . . it will thrive 
on three ... and if it uses four, tact- 
fully, without throwing them in your 
face, it’s triumphant. The shoe depart- 
ment can’t possibly maintain a policy 
of haughty isolation this spring. Hob- 
nob with the main floor accessory shops, 
and play ball with the ready-to-wear. 
You aren’t just shoes, you’re part of a 
color scheme. 


Twenty Shades in Gloves 


Did you know that most glove manu- 
facturers are making at least twenty 
shades of gloves for spring? And that 
reorders were fabulous on some of the 
high shades during the Christmas sea- 
son? That stock is going to be almost 
as much of a headache for the buyer 
this season as a shoe stock is every 
season. But what an opportunity to 
go to town! 

If anybody’s got to get into the 
background this year let it be the 
ready-to-wear. Haven’t they held the 
center of the stage long enough? 

And, so firmly do I believe that it’s 
an accessory season that I am plan- 
ning my most important spring pages 
that way—to stimulate daring and im- 
agination in the combining of acces- 
sories and the use of color, to make 
a woman want several sets of acces- 
sories to go with one costume, instead 
of the other way around, as it used 
to be. 

You are going to have a little pre- 
view of some costumes that tell, bet- 
ter than any words, the color story 
for spring. Four typical suit cos- 
tumes, each with four different sets 
of accessories, which have been as- 
sembled for our April issue. Each 
one represents an important type of 
suit and each is important in the 
accessory opportunity it affords. 

(Miss Coburn then showed on models 
the four suits with sixteen changes of 
accessory ensembles which will be 
dramatized in color pages in the Ladies’ 
Home Journal and which are described 
in the photographs shown herewith.) 





To Double Output 


Peasopy, Mass.—The Trimont Leath- 
er Co. has bought the six-story brick 
factory of the L. B. Southwick Leather 
Co., Foster Street, Peabody, and will 
operate it, increasing output of shcep 
leather from 5000 to 10,000 skins daily. 


mH 
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Buffalo Retailers Re-elect Officers 





George L. Seifert Heads Association As President and Harry J. 
Deters Continues As Business Manager 


BuFFALO, N. Y.—AIl of the present 
officers of the Buffalo Shoe Retailers 
Association were reelected at a meet- 
ing in the Statler Hotel, Jan. 8. They 
are: President, George L. Seifert; vice- 
president, B. Etkin; secretary, Roth L. 
Holmes, and treasurer, Joe Schaetzer. 
Carl Hoffman was appointed attorney 
for the association and Harry J. Deters 
was again named as business manager. 

The members were much encouraged 
by the Christmas trade and the pros- 
pects for the New Year. Some fifteen 
of the members attended the conven- 
tion in Chicago and reported that so 
many visitors were in the Windy City 
at that time that much difficulty was 
experienced in securing suitable hotel 
accommodations. Shortage of hides was 
discussed as the cause of increases in 
the wholesale price of many of the lines 
of shoes during the year, which will 
possibly be reflected in higher retail 
prices this Spring. So far, the increases 
have been largely absorbed by the re- 
tailers, according to information 
brought to the meeting. Those who 
attended the National Shoe Retailers 
Association meeting declared that it 
was ihe greatest convention in the 25 
years’ existence of the organization. 

The next event on the list for the 
retailers will be a bowling party, Jan. 
28, at Orioles Hall. Directors of the 
association will be elected at the Febru- 
ary meeting. After the business meet- 
ing, the members enjoyed a fine buffet 
luncheon and social which lasted far 
into the night. 


Manages Florsheim Store 


PORTLAND, ORE.—T. V. Bagwell, 
formerly with the Florsheim Shoe store 
in Seattle for the past 6 years and 
previously for a year with the Flor- 
sheim factory at Chicago, has been 
named as the new manager of the Port- 
land Florsheim store at 728 Southwest 
Washington Street. He and his family 
have moved into Portland. 





DATES TO REMEMBER 


Texas-Oklahoma Shoe Retailers Associa- 
tion Convention, Fort Worth, 
Jan. 20-21-22, 1936 


Indiana Shoe Buyers Week, Indianapolis, 
Jan. 26, 27, 28, 1936 


Northwestern Shoe Retailers Regional 
Association Convention, Hotel Radis- 
son, Minneapolis Feb. 2, 3, 4, 1936 


Nebraska Shoe Retailers Association, An- 
nual Convention, Grand Island, Neb., 
Feb. 9, 10, 1936 


Middle Atlantic Shoe Retailers Associa- 
tion 22nd Annual Business Meeting and 
Exhibition, Hotel Adelphia, Philadelphia, 

Feb. 10, 11, 12, 1936 





Cowen's Shows Advance Styles 


Miami, Fia.—2Justifying their  slo- 
gan, “Five Months Ahead of the Na- 
tion,”’ Cowen’s of Miami, are offering 
advance styles in Spring and Summer 
footwear that are to be worn here right 
now and in the North five months 
hence. New footwear fashions for 1936 
point to color and grace of line for 
the dominating style notes. 

Cowen’s is showing a new interpre- 
tation of the oak leaf design in sandals 
of the oxford or strap type in gay 
Mexican colors as well as the more con- 
servative pastel combinations. There 
is an adaptability to this type of shoe 
that will go far toward making it 
popular. It may be worn with specta- 
tor sports costumes and then directly 
carry the wearer to a cocktail party 
and be the proper thing. The same 
shoe may also be worn to dinner or the 
informal party and be in quite good 
taste. 

White shoes in kid or suede will have 
their full share of popularity this sea- 
son, particularly in the new “sabot 
strap” model. This shoe is introducing 


the spot of color needed to pick up a 
costume or to finish the accessory en- 
semble. One model offers a bow trim 
that will be popular because of the 
flattering things it does to one’s foot. 
making it look petite and slender. 

The fashion forecast for men as pre- 
dicted at Cowen’s is a new shade of 
gray in a ventilated shoe which af- 
fords the maximum of comfort in warm 
weather. 


L. Henry Gilson Dies 


BROCKTON, MAss. 
—L. Henry Gilson, 
sales manager of 
the Barbour Welt- 
ing Company, and 
one of New Eng- 
land’s most pro- 
gressive allied shoe 
executives, died 
suddenly at five 
o’clock last Sunday 
morning at St. 
Luke’s_ Hospital, 
Chicago, following 
a shock which occurred Saturday as he 
was about to depart from Chicago, 
where he attended the National Shoe 
Fair. Stricken suddenly at his hotel, re- 
moval to the hospital was ordered by the 
house physician. Last Monday, Mr. 
Gilson called on his accounts in the St. 
Louis territory, as was his custom each 
month. 

Born in Quincy, Mass., forty-six 
years ago, Mr. Gilson entered the bond 
business on graduation from high 
school; but soon joined the executive 
offices of the Barbour Welting Co. His 
creative ability and initiative soon 
found him in the sales department, 
where he launched many merchandis- 
ing campaigns to the trade, notably the 
now famous “Barbour Stormwelt.” 

He is survived by his widow, Mrs. 
Minerva A. Gilson, and a sister, Miss 
Marion C. Gilson, of Quincy, Mass. 

More than 200 executives from all 
branches of the shoe industry, includ- 
ing manufacturers, shop foremen and 
others, attended the burial services of 
Mr. Gilson, which were held Wednesday 
afternoon from the Sampson Funeral 
Home, Brockton, with burial at Mount 
Wollaston Cemetery, Quincy, Mass. 


L. Henry Gilson 

















What's Ahead in Sport Shoes 
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perforated vamp and quarter underlaid in blue. 








Men's sport shoes illustrated above formed part of the interesting exhibit of the United Shoe Machinery Corporation at the Palmer House, 
Chicago, during the National Shoe Fair. Reading left to right, the shoes are described as follows: 
Luggage color channeled welting, imitating a blue underlaid perforation. 2. Two toned 


shoe in dark brown and white crushed calf, perforated, with two toned cross cut channeled welting. 3. Gray suede tip and quarter, with 


dark brown calf vamp, saddle, eyelet row and foxing. Vamp and quarter perforated through. Brown welting stitched in white. 4. Dark 


blue suede vamp and quarter, luggage color calf tip and foxing, vamp and tip perforated through, edge of tip and foxing underlaid in 
blue. Plain blue channeled welting to match vamp and quarter. 5. All over dark brown suede with gray suede saddle and gray welting 


stitched in brown. 6. Dark blue suede vamp and quarter with dark brown calf tip and foxing. Dark blue pre-stitched welting, stitched 


in white and rapid stitched in brown. 7. Brown and gray combination with dark brown suede quarter and gray suede vamp and quarter 
8. Luggage calf vamp and foxing with dark blue suede quarter. Vamp perforated through 


overlay. Brown corrugated channeled welting. 
and cut outs in vamp. 


trate it here in white buckskin with 
white washable calf. This design simu- 
lates the motif seen in Indian blankets 
and was developed from an actual shoe 
worn by the Toltec Indians in Mexico. 
Its sale already indicates great popu- 
larity in the $5 and $6 grades. 





An odd note, and perhaps an effective 
one in the higher price grade is the use 
of trim as lace stays on vamp and quar- 
ter, leaving the toe perfectly plain. This 
is used as effectively on brown reversed 
calf as it is on white buck; and also on 
fabric shoes. Pigskin shows some indi- 


Dark blue corrugated channeled welting. 





cation of popularity in the medium 
price grades. 

A further summary and illustrations 
of the men’s style presentation at Chi- 
cago, with notes on the apparel shown 
and descriptions of the shoes will be 
featured in a future issue. 





Annual Cattle Hide 
Economic Conferences 


New YorK—Beginning Feb. 3, the 
Tanners’ Council will conduct its an- 
nual Cattlehide Economic Conferences. 
These conferences, held at the begin- 
ning of every year by the council, have 
become events of the greatest impor- 
tance in the tanning industry, and have 
set a unique precedent for all industry. 
At the conferences a systematic eco- 
nomic and statistical survey of the in- 
dustry is presented for practical con- 
sideration and discussion. In addition 
to analyses of leather demand, definite 
appraisals of supply factors, such as 
cattle slaughter, are presented. 

While the conferences are called for 
members of the council, guests may be 
invited. The dates for these conferences 
and the places where they will be held 
are as follows: 

Monday, Feb. 3, 1936, Chamber of 
Commerce, Boston, Mass., 2 p. m. 

Tuesday, Feb. 4, 1936, Tanners’ 
Council, New York, N. Y., 10.30 a. m. 

Wednesday, Feb. 5, 1936, Harris 
Club, Philadelphia, Pa., 10.30 a. m. 

Thursday, Feb. 6, 1936, Cincinnati 
Club, Cincinnati, Ohio, 10.30 a. m. 








JOHNSTON & MURPHY SHOW 
FORWARD-STEP INNERSOLE 


An unfortunate error appeared in a news 
item in the Convention Daily published by 
BOOT AND SHOE RECORDER at the National 
Shoe Fair, Chicago. The item referred to 
"Forward-Step" as a patented innersole shown 
by Stacy-Adams Company. This innersole, its 
process of manufacture and the name "For- 
ward-Step" are the exclusive property of 
Johnston & Murphy of Newark, N. J., who 
demonstrated its unique features to hundreds 
of interested shoe merchants at the Palmer 
House during the fair. 





Friday, Feb. 7, 1936, Hotel Bismarck, 
Chicago, IIl., 10.30 a. m. 

Saturday, Feb. 8, 1936, Hotel Law- 
rence, Erie, Pa., 11 a. m. 





Shoe Man to Have Inning, 
Says Jesberg 


Los ANGELES, CAL.—The shoe man 
ought to have a good inning this 
Spring, says Paul Jesberg, proprietor 





of the Walk-Over Store, for good-look- 
ing shoes are absolutely necessary. In 
spite of the fact that Mr. Jesberg looks 
for shoes to be higher priced he be- 
lieves that women will simply have to 
buy them because skirts becoming 
shorter make unlovely shoes impossible. 

Mr. Jesberg sees very few ties in the 
Spring picture and limits ties to the 
tailored types. In high style he believes 
ties are pretty much out. 

In sport shoes he greets the square 
toe with some enthusiasm, as it gives a 
smaller appearance to shoes formerly 
almost certain to appear large. 

Blue is already forging into the lead 
except in real high style, where it di- 
vides honors with patent in_ black. 
Whites in combinations are already ac- 
tive in sport shoes. Fabrics in combi- 
nation seem destined for a big inning 
this early spring, but Mr. Jesberg says 
he has favored those where the tip is 
covered with leather for practical pur- 
poses. 

With him as with others the broad- 
strap is increasingly popular. 

“We are prepared for a colorful 
Spring and Summer,” says Mr. Jes- 
berg. “It has to be colorful, for shoes 


‘are now out in the open.” 






1. All over luggage suede calf, 
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Choosing Salespeople to Sell 
Children’s Shoes 


[CONTINUED FROM PAGE 24] 


you buy shoes for your children?” 


“Why, not at all. I always go to 
Cooper’s. Miss Carlsen takes care of 
” 


us. 

Let us interrupt here to point out 
an important fact. Almost invariably 
the name of the store was immediately 
linked with the name of the person 
who did the actual selling. Had all the 
salespeople in the department been of 
the same calibre this might not have 
been true so frequently. On the other 
hand, there is no intent to convey the 
impression that all children’s shoe 
business is built on the personal fol- 
lowing of some individual. Other fac- 
tors such as store reputation, the line 
of shoes, the distinctive features, the 
size and width range of stock and 
many other things are all too vital to 
be minimized. 

But we are in search of that seem- 
ingly elusive something which makes 
some people successful in selling chil- 
dren’s shoes and we have approached 
a mother who, we have reason to be- 
lieve, is susceptible to the degree that 
she has become what is commonly re- 
garded as a “personal customer.” So 
we go on with the conversation. 

“Does Miss Carlsen always serve 
you, Mrs. Saunders?” 

“Oh, yes! Always!” 

“But is Miss Carlsen always avail- 
able when you take the children to 
Cooper’s? Isn’t she sometimes occupied 
with a previous customer?” 

“She is quite often busy. But we 
always wait for her.” 

Another pause must be made here 
to point out that we have now arrived 
definitely at several facts. First, we 
have established that the name of the 
salesperson is very closely associated 
with the name of the store. Second, 
Mrs. Saunders has disclosed to us that 
she definitely prefers to have Miss 
Carlsen serve her. Now we have only 
to find the reason for this decided 
preference and we may have reached 
the end of our search. Let us go on. 

“Now, Mrs. Saunders, no doubt there 
is some reason why you are willing to, 
perhaps, inconvenience yourself by 
waiting and why you so definitely pre- 
fer to have Miss Carlsen wait on you. 
Can you tell us why you do not permit 
some one else to serve you when Miss 
Carlsen is busy?” 

“Why, I never thought of it in quite 
that way before, but I believe it is 
because she seems so interested in 
the children.” 

And there you have about as defi- 
nite an answer as you will find. At 
first glance it may seem an unsatis- 
factory reply—but it bears analysis. 

Granted that in any major city there 
are hundreds of people who have. the 
ability or can be easily trained to fit 
shoes properly and to conduct with 


reasonable intelligence the process of 
selling, why is it that some are so 
outstandingly successful in serving the 
juvenile trade? Mrs. Saunders has 
given us the answer when she said that 
they seem “so interested in the chil- 
dren.” 

On a recent visit to the children’s 
shoe department of one of the largest 
department stores in Ohio we wit- 
nessed a case in point. A mother came 
in with her approximately two-year-old 
daughter. The young lady who sells 
fifty per cent more shoes than any one 
else in that department rushed for- 
ward and picked up the child. Then 
after seating the mother she proceeded 
to display the little girl to all the 
other salespeople and some of the other 
customers in the department with the 
consent of the mother, of course. By 
the time she was ready to begin fit- 
ting the child she had displayed such 
sincere admiration and affection that 
the mother could not reasonably do 
otherwise than accept her recommen- 
dation. 

Let us suppose that it was the 
mother’s intention to spend two dol- 
lars for that pair of shoes. Let us 
suppose, further, that the salesgirl rec- 
ommended, for reasons which she ex- 
plained, a pair of shoes costing three 
or even four dollars. Isn’t it logical 
to assume that the customer would 
feel and know that the suggestion was 
founded on a sincere interest in the 
welfare of that child? And don’t you 
think the sale would be made more 
readily and the customer would go 
away more contented than if that in- 
terest had not been so admirable dem- 
onstrated? But that evidence of inter- 
est was no mere superficial selling 
gesture. It was positively genuine. 
Had it been otherwise it would not 
only have lacked effect but would, in 
fact, have been revolting to both 
mother and child. 

And thus, through witnessing dis- 
plays of this sort, but more through 
having been literally appalled at their 
infrequent occurrence, we arrived at 
our conclusion. To be successful in 
selling children’s shoes at retail one 
must display a sincere interest in chil- 
dren. Obviously, such interest can 
only be displayed by one who loves 
children. 

And so we say, in choosing sales- 
people to sell children’s shoes, forget 
about whether they are short or tall, 
young or old, slender or otherwise, but 
by all means find out if they have a 
true affection for children. 

Does some one remark that this is 
too apparent a fact to justify all this 
discussion? Then come with us on a 
tour and we will show you that in 
literally thousands of stores this too 
apparent fact is being too obviously 
overlooked. 
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There are hundreds 
of “arch” lines, but 
there is only one 
genuine Arch Pre- 
server Shoe for Men 
THE WRIGHT ARCH 
PRESERVER SHOE 
the first and still the 
leading arch-type 
feature shoe among 
dealers, doctors and 
the general public. It 
is made EXCLUSIVELY 
by E.T. Wright & Co., 
Inc., of Rockland, 


Massachusetts. 
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Ctara B Shoe 
Best for All Active Women 
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On the Selling End 





Brauer Appoints Morse and Minor 


St. Louis, Mo.—A. J. Brauer, presi- 
dent of Brauer Brothers Shoe Com- 
pany, St. Louis, announces the appoint- 
ment of S. B. Morse, vice-president of 





S. B. MORSE 


the company, and Larry Minor as spe- 
cial factory representatives handling 
exclusively the sales of the new Free 
Step Division of the company. Mr. 
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Elected to Trade Bureau 


Tacoma, WasH.—New honors have 
been bestowed on W. M. Spellman of 
the Buster Brown Shoe Company, re- 
tail shoe store of this city, in his selec- 
tion at the turn of the year as the new 
treasurer, for 1936, of the Tacoma Re- 
tail Trade Bureau. Members of this 
bureau have reported unquestionable 
signs of returning prosperity and are 
recovering from a large Christmas 
business and the barest shelves in many 
years, as they plan to redecorate with 
the smartest Spring styles and new 
merchandise. 


Rents Ski Boots to Customers 


SEATTLE, WASH.—Seattle and Port- 
land shoe stores and special shops have 
been featuring this January ski shoes 
and boots, to satisfy. the growth and 
development of: Winter sports in this 
region, and the many hundreds of week- 
end parties to Mt. Hood in Oregon and 
Mt. Rainier in Washington. One store 
in Seattle, the Cunningham Equipment 
Store on E. Lynn Street, has even’ fea- 
tured the renting of ski shoes and ski 
boots for the devotees of this. sport, 
with the rental applied to any subse- 


quent purchase. 































LARRY MINOR 


Morse will cover the western half of 
the United States while Mr. Minor will 
take care of the eastern half. Mr. 
Minor has been appointed sales direc- 
tor on Free Step Shoes. Mr. Brauer 
states that the company is happy to 
be in a position to recognize the splen- 





News of the Travelers and Sales Activities 


did record of Mr. Minor through this 


appointment. He has led the sales 
force on Paradise Shoes for the past 
six seasons. 

Mr. Morse has been with the com- 
pany for nine years, having worked his 
way through the various departments 
of the business until his appointment 
as sales manager and vice-president of 
the company which took place two years 
ago. He now resigns his position as 
sales manager of the Paradise Divi- 
sion, but retains his position as vice- 
president of the company. The many 
friends of Mr. Morse and Mr. Minor 
throughout the shoe industry will wish 
them well in their new undertaking. 


Sundling Made Sales Manager 


St. Lours—On Jan. 2, A. J. Brauer, 
president of Brauer Brothers Shoe 
Company, St. Louis, announced the 
appointment of Roy Sundling as sales 
manager of Brauer Brothers, Para- 
dise Division. Mr. Sundling has been 
with Brauer Brothers for many years. 
He started as an office boy, rose to 
shipping clerk, sales correspondent and 
house salesman; then went out on the 
road. At one time or other he has 
covered practically every territory in 
the United States. 

Tom Wilkerson, who has been with 
Brauer Brothers for a number of years, 
has been made assistant sales manager. 





Pennsylvania Travelers 
Hold Elections 


PITTSBURGH, PA.—At their annual 
meeting, Jan. 11, the Pennsylvania Shoe 
Travelers’ Association held the election 
of officers for 1936. 

Edward B. Craney was elected presi- 
dent, Herman W. Schenler, vice-presi- 
dent, and Joseph Yorkin, secretary- 
treasurer. Goodman Yorkin, Carl 
Heimberger and Samuel Subow were 
elected directors of the association. 

A committee was also appointed at 
this meeting to formulate plans for a 
style show to be held at a later date. 





Promotion for Weber 


St. Louis—The Collins-Morris Shoe 
Co., here, has Fred J. Weber at the 
firm’s fair headquarters in Rooms $27- 
28, Morrison Hotel. Although a men- 
ber of the company for some time, Mr. 
Weber has not been active in the man- 
agement. He now takes over the office 
management and sales promotion work 
on the Compo and Stitch-down lines 
being manufactured at the St. Louis 
and Owensville, Mo., factories. Mr. 
Weber’s father, the late Fred H. Weber, 
was vice-president of the Pedigo Weber 
Shoe Co., St. Louis. 
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THE SHOE BUYING CENTER 


IN NEW YORK 


the crossroads of the trade . . 


the seasons newest and most significant 


shoe styles are now on display. 


Shop the Marbridge Building for authen- 
tic shoe styles. The showrooms of the 
shoe industry's leading manufacturers 
. . « conveniently assembled under one 
j roof . . . offer you a splendid oppor- 


tunity to look before you buy. 


1328 BROADWAY wr34°ST 
NEW YORK 


DS.MACDONALD Mca. 
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Note the name on the arch-brace, 
visible to your customer’s eye; 
therefore, a helpful selling feature. 











AT LAST—We have perfected a semi-flexible Nu- 
Matic arch brace that adds additional support to the 
weakened and fallen arches—plus—the everlasting 
features that have made the Nu-Matic 100% nail- 
less cushion the outstanding comfort shoe of today. 


This scientific cushion shoe will spell 
“repeat profits’ for you. Send for our 
catalog of men’s and women's shoes 
BEWARE OF IMITATIONS 


Exctusively Manufactured by Rohn Nu-Matic Shoe Manufacturing Company 
512 W. Florida St., Milwaukee, Wis. 


bigs. - , 
Roki M- Matic 
CUSHIONED SHOES 
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@ Expressing the ultimate in modern 
appointments and guest comfort. 


1200 OUTSIDE ROOMS 
1200 MODERN BATHS 
RATES BEGIN AT $3.50 


BENJAMIN FRANKLIN 


HOTEL Pumaveirma - Se a 


— LARGEST UNIT IN UNITED HOTELS 




















It’s easy to sell style in an atmos- 
phere of modernism created by Howell 
Chromsteel. Fortunately its gleaming 
beauty is not nearly as expensive as it 
looks. Send for the free catalog with 
suggested store interiors and special 
price list. 


HOWELL 


ST. CHARLES, ILLINOIS 
NEW YORK CHICAGO 
LOS ANGELES SAN FRANCISCO 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
; infants’ Soft Seles.. 0-3 
Intermediates ...... 1-5 
Flexible Hard Soles. 2-6 
Send for In-Stock 
Catalog 
MRS. way t tOgae BABY 


Locust St. 
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SHOES 


Patented Children’s Footwear 
IN STOCK OF COURSE 
ACROBAT SHOES, INC. FARIBAULT, MINN 
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Bowling Shoes 
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BOWLING SHOEs 






PRICE 
Men's Women’s Oxfords- 
$2.45 $2.35 5¢ less 





Combination Sole 


Right Foot 
Rubber Sole 
Rubber Hee! 

Left oot 

Beckerin Sole 

Rubher Heel 





No. 224 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts., Philadelphia 





New Shoe Chain 


SIKESTON, Mo.—Kent Shoe Stores, 
Inc., are planning to open the first of 
a new chain of stores in Sikeston about 
Feb. 1. The new stores will carry a 
complete line of high-grade footwear 
for the family trade. The Sikeston 
store is completely modern, having a 
new front installed by Pittsburgh Plate 
Glass Co., and the interior will be fur- 
nished with chromsteel chairs and fix- 
tures. 

Julius M. Kohn is president of the 
new organization and James Kahn is 
secretary and treasurer. Julius is well 
known in the shoe industry, where he 
started 35 years ago in a store founded 
by his father, I. Kohn. 








Will Knight Retires From 
Packing Co. 


PORTLAND, OrE.—Will Knight, grand 
old man of the retail shoe trade of the 
Pacific Northwest, with a brilliant new 
Portland store, is retiring as one of 
the Packing Knights, and is putting 
aside all activity with the Knight Pack- 
ing Co. He announced late this Decem- 
ber retirement of his interest with this 
manufacturing plant and will devote 
more time than ever to the active man- 
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Pair Versus 


The following chart has been repro- 
duced by the National Boot and Shoe 
Manufacturers’ Association from the 
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Dollar Volume 


States Department of Labor. 
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The above chart, the manufacturer’s 
association states, ignores the impor- 
tant factor of dollar volume, which is 
necessary to give a correct picture of 
the situation in the industry. A new 


chart was prepared by the association 
using dollar volume for 1929, instead 
of pair production as used by the 
Bureau of Labor Statistics, and pre- 
sents an altogether different picture. 
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While figures on dollar volume for 
the years 1932 and 1934 are not avail- 
able, as the biennial census of manu- 
factures are taken on odd years, dollar 
volume figures are available for 1929, 
1931 and 1933, which are very illumi- 
nating. 

In 1929 the shoe manufacturing in- 
dustry did an annual gross dollar vol- 
ume of $958,689,737. In the year 1931 
gross volume of business decreased to 
$650,586,138. In 1933, the gross dollar 
volume further decreased to $546,332,- 
198, which was $412,357,539 less than 
in 1929, or only 57 per cent of the dol- 
lar volume of 1929. 

In spite of this decrease in dollar 
volume, during the first six months of 
1934, according to the chart of the 
Bureau of Labor Statistics, the num- 
ber of workers employed in the shoe 
manufacturing industry was 95 per 
cent of the number employed during 
the first six months of 1929 and the 
average weekly payroll was 83 per cent 


of the average weekly payroll for the 
first six months of 1929. 

It is therefore apparent that shoe 
manufacturers have employed a rela- 
tively high percentage of workers at a 
high average weekly payroll in the face 
of a severe decline in total dollar vol- 
ume of business. Shoe manufacturers 
are well aware that it is out of the 
total dollar volume that payroll, taxes 
and profit must be paid; and not out of 
pair production. Shoe manufacturers 
in the various grades are also aware 
that during the periods of depression 
cheaper shoes are made and worn. 

From 1929 to 1933 the unit value of 
shoes dropped from $2.58 to $1.56 per 
pair, or nearly 40 per cent, and profits 
were greatly reduced. As a matter of 
fact, many shoe manufacturers showed 
severe losses. Through all this period 
the shoe manufacturing industry has 
made a remarkable showing of the num- 
ber of workers employed and average 
weeky payroll, in spite of a constantly 
decreasing dollar volume of business. 





agement of his well known Knight Shoe 
store. 


Stitchdown Department Moved 
MILWAUKEE, Wis.—Official notice of 
removal of the stitchdown department 
of the Weyenberg Shoe Co., here, to 
Hartford, Wis., has been given 175 em- 


ployees of the department. It was 
declared that those employees who are 
out of work as a result of the transfer 
will be given preference in other de- 
partments that are retained in the Mil- 
waukee plant. It was declared that the 
removal was made necessary to prov ide 
space for the expansion of those de- 
partments of the business that remain 
here. 


18, 1936 





Labor Information Bulletin, issued by 
the Bureau of Labor Statistics, United 
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Offer The Surest Way 
of Selling Shoes 


The quickest and surest way of selling mer- 
chandise is thru attractive window and 
counter displays. 


Fairy Forms, which are designed for every 
type of shoe, make show windows look more 
attractive and shoes more appealing. They 
bring out every feature of style, design and 
fit and make shoes look trim and smart. 


Order Fairy Forms today and show your 
customers the fine points in every shoe. 


SHOE FORM CO., Inc. 
AUBURN, N. Y. 


Manufacturing Branches 


United Last Co., Ltd., Montreal, Canada 


Afternoon Shoe by Tupper 


Displayed on 


Flex-to-Fit Fairy Last 


Northampton 
England 


Melbourne, Australia 


Frankfort 
Germany 
Mexico City, Mexico 


Paris 
France 








Pioneered in White 
Shoe Leathers 


[CONTINUED FROM PAGE 26] 


one tannery in the world—has been 
genuine white glazed kid with a safely 
washable surface, and most of the re- 
mainder white washable Brazil cab- 
retta. 

Each year since 1926 has seen a 
greater white kid season than the pre- 
ceding one. Today, Levor tans white 
leather exclusively throughout the en- 
tire 52 weeks of the year, and from 
this leather over seven and one-half 
million pairs of shoes are made an- 
nually. New tannery structures have 
been added of late to facilitate such 
volume production. 

The concern has representatives in 
every principal shoe manufacturing 
market and the fame of Levor white 
washable kid (“The Whitest Whites”) 
has extended around the world. 

The New Year therefore opens aus- 
piciously for G. Levor & Co., Inc. Be- 
side marking the sixtieth anniversary 
of its existence, 1936 also is expected 
to establish a new record for white 
kid shoe volume. 

The success of this great tanning 
business ‘is the reward of intense, in- 
telligent application by able executives 
to specialized production and distribu- 
tion. The successors of Gustav Levor 
have carried on his traditional business 
policies and have adhered consistently 


to first principles in sound merchandis- 
ing and promotion. 

They are men who were trained by 
Mr. Levor. Samuel Rothschild, his son- 
in-law, is president and makes his 
headquarters at the Gloversville tan- 
nery. Frank H. Miller, the treasurer, 
officiates in New York, but his sphere 
of activity is world-wide. Siegfried 
Cohen, secretary, is the expeditionary 
force in the selling field. 


New Shoe Factory Planned 


SPRINGFIELD, ILL.—Location of a shoe 
factory in Pana, IIl., which will employ 
between 200 and 300 persons, is being 
sought and stock subscriptions were be- 
gun by an execuiive shoe factory com- 
mittee composed of business men work- 
ing in cooperation with the city indus- 
trial commission. To locate the indus- 
try in Pana, citizens must raise $100,- 
000 in stock. 


Takes More Space 


BrocKTon, Mass. — The Barbour 
Welting Co. has taken more space, and, 
aside from its development of welting, 
it is experimenting with some new ideas 
for the uses of leather. 


Novelty Shoes Run to Length 


LYNN, Mass.—Novelty shoes run to 
length and slimness. Sport shoes run 
to shortness and width. It’s an anomaly. 
But it’s also a fact. 

-In some novelty shops of Lynn it’s 
hard to find shoes shorter than No. 4 
for length. But there are plenty of No. 
7, No. 8 and No. 9, all for regular runs. 
The C widths are few and far between. 
But the B and the A and the AA widths 
are plentiful. 

On the other hand, in the sport shoe 
shops C widths are plentiful and the 
No. 4 and other short sizes are not un- 
plentiful. 


Re-elected to Trade Board 

PROVIDENCE, R. I.—Frank E. Ballou, 
well-known shoe retailer, has been re- 
elected chairman of the Retail Trade 
Board of the Providence Chamber of 
Commerce, a post which Mr. Ballou has 
filled capably and efficiently for a num- 
ber of years. The election automati- 
cally makes him second vice-president 
of the Chamber of Cornmerce. 


Juvenile Store Moves 


Fort WortH, Trex.—The Juvenile 
Shoe Store has moved to larger quar- 
ters at 306 Houston Street. Until Jan. 
1, 306 Houston Street was the home of 
the Family Shoe Store. 










































































Riding Boots 








LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 











Men’s, Women’s, Children’s 
Boots for Riding 
Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 
R.7 on Request 


COLT 
CROMWELL CO. 
1239 Broadway 
New York City 
524 Santa Fe Bidg. 
Dallas, Texas 


























Plan New Shoe Store 


RocHEsTEeR, N. Y.—Fred L. Myers 
will open a new shoe retail store, cor- 
ner of Main and Water Streets, about 
May 1; occupying the premises where 
the Tom McAn store is now located. 
Mr. Myers will stock a general line of 
shoes but he is not fully decided as to 
the lines he will put in. 

Mr. Myers’ father was a pioneer 
retail shoe salesman and opened the 
store on Front Street 50 years ago 
where the son, Fred L. Myers, has been 
ever since. This was in the horse-and- 
buggy days, when the farmers would 
drive in with a load of hay and while 
“parked” on Front Street they would 
buy their shoes and it was no unusual 
thing for the father to sell 25 or 30 
pairs of shoes in the early morning. 

The new shoe store will be completely 
remodeled and redecorated to suit the 
requirements for an up-to-date, modern 
retail shoe store. 


Uplook for 1936 


CoLuMBUS, OH1I0—Walker T. Dicker- 
son, of the Walter T. Dickerson Co., 
Columbus, Ohio, gave out this state- 
ment on “The Uplook for 1936”: 

“I am not a politically-minded prog- 
nosticator—nor do I have faith in these 
gentlemen. As a matter of useful and 
factual information, the tinkle of my 
own cash register seems to indicate 
more security, more confidence. 

“Automobile, radio and refrigerator 
sales made a 35 per cent leap ahead in 
1935. Manufacturers of these items 
have geared their production capacity 
to a similar increase for 1936 over 
1935. 





W. T. DICKERSON 


“Shoe production in 1935 reached the 
unprecedented total of over three hun- 
dred sixty-eight million (368,000,000) 
pairs—an increase of six-million (6,- 
000,000) pairs over any previous year 
in our history. Whether this is because 
of, or in spite of, the present adminis- 
tration policies—I don’t care. 

“However, big business assumes the 
attitude, reminded by an old Arabian 
proverb which says: ‘When the devil 
was sick, the devil a saint would be. 
When the devil was well, a devil of a 
saint was he.’ 

“What I do care about is this—If 
you and I work harder than ever be- 
fore in 1936, we are going to get more 
business. Let’s Go!—wishing Health 
and Happiness for all throughout the 
New Year.” 





Housing Project for 
Factory Workers 

FREEPORT, Mr.—The construction of 
a shoemakers’ village, to house em- 
ployees of the Lenox Shoe Co., is pro- 
posed here, and the Federal Rural 
Resettlement Corp. has been asked to 
aid the project. An option has been 
taken on 22 acres of land as a site for 
the houses. 
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Celebrates | 1th Anniversary 


SEATTLE, WASH.—In jubilant mood, 
Max H. Block, head of the expanding 
Block chain of retail shoe stores, cele- 
brates his 11th anniversary with a 
jubilee. On the occasion of this elev- 
enth birthday of the Block family shoe 
stores, Mr. Block announces definite 
negotiations for stores in Montana and 
Idaho, which would stretch his retail 
shoe chain from their present boun- 
daries of Washington and Oregon, in- 
to two new states. This will make four 
Northwestern states that willbe pro- 
vided with retail shoe outlets with pop- 
ular priced shoes by the Seattle shoe 
magnate. Early opening of new stores 
in the additional territory of the Pa- 
cific Northwest would round out the 
chain to close to twenty stores. Opti- 
mistic over the New Year, Mr. Block 
feels personally that 1936 will reflect 
further recovery and show a decided 
rise in employment, as well as wage in- 
creases, which go hand-in-hand with 


-improved economic conditions that ben- 


efit the shoe retailer. 





Thaws Increase Rubber Sales 


Des MoInes, Iowa—Blizzards and 
thaws may have caused a slump in 
some businesses but to the shoe indus- 
try heavily stocked with galoshes, the 
weather was a godsend during the holi- 
days and first weeks of January. 
Galoshes in Des Moines had sold only 
negligibly and shoemen were worried 
until the expected slushy weather made 
its appearance and many stores had 
galoshes going out at the rate of 200 
to 500 a day. Prices in some instances 
were cut to 89 cents during the rush 
but most stores maintained the prices 
of $1.00 or 98 cents. 





To Open New Branch 


BALTIMORE, Mp.—The Cannon Shoe 
Company, operators of a chain of re- 
tail shoe stores, has leased the store 
at 421 S. Broadway for another local 
branch store, which it plans to open 
about the first of March. 





Trade 
Literature 


J. Edwards' New Catalogue 


PHILADELPHIA—J. Edwards & Co. of 
this city have issued their new catalog 
of stock styles in junior footwear for 
the Spring and Summer season of 1936. 
This catalog, which was introduced at 
the Chicago show last week, is more 
comprehensive, more complete, than 
ever before. 

The cover is in an attractive blue, its 
entire appearance suggesting the com- 
ing of Spring and warm weather. Fea- 
tured in its pages are many new Ed- 
wards styles, including the Parania 
process shoe. 





BOOT AND SHOE RECORDER, January 18, 1936 





REGIONAL 
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The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 
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Novel Advertising Idea 

DALLAS—A unique idea is being used 
by Dred Whiddon, manager, Whiddon’s 
Shoe Store, 1803 Elm Street, Dallas, 
to attract customers to his January 
sale. A “mechanical” man fresh from 
the World’s Fair and scheduled for the 
Texas Centennial stands in the street 
windows and dares patrons to make him 
smile. 

“He brings in over 200 customers a 
day,” said Mr. Whiddon. “He smiles 
about once a day, giving the customer 
who makes him smile a free pair of 
shoes. His presence here is being ad- 
vertised both by newspapers and radio.” 


Obituary 
Mathias J. Keily 


PROVIDENCE, R. I.—Mathias J. Keily, 
75, for many years operator of a shoe 
business, died in this city following an 
illness of several months. 

He was born in this city in 1860 and 
made his first connection with the shoe 
business when he went to work for the 
Harris Shoe Co., then on N. Main 
Street. Later he formed the M. J. 
Keily Shoe Co., which later became the 
firm of Keily and McGann. 

Since his retirement from active 
business, Mr. Kiely had traveled ex- 
tensively in this country and abroad, 
and was noted for his interesting travel 
stories. He is survived by a sister and 
a brother. 


Stephen O. Jellerson 

Norway, Me.—Stephen O. Jellerson, 
56, for the past 14 years engaged in 
the manufacture of shoes in this town 
and known throughout the industry in 
New England, died suddenly at his 
home January 2. 

Mr. Jellerson was a native of Massa- 
chusetts, and came here in 1914, being 
associated with the Carroll-Jellerson 
Company, the Jellerson-Rafter Com- 
pany. and. the B. E. Cole Company. 


Cuicaco—Standing out among the 
welter of January shoe sales in the 
Loop retail district, as refreshing as 
the sight of daisies peeping through the 
snow, is the display in many of the 
leading shoe departments and stores of 
the latest showings of Mid-Winter 
styles in a range of daring models that 
arrests the eye of the casual shopper 
and is turning them into customers at 
regular prices. This year, as always, 
Chicago department managers say the 
popular merchandise of the moment 
still sells easily without the inducement 
of a special sale, especially in the bet- 
ter grades, where price alone is seldom 
the dominating sale factor. 

At Marshall Field & Co.’s exclusive 
fifth floor shoe salon, the ritzy Palter 
de Liso southern sandal is being dis- 
played in high or low heel at $12.75. 
It’s made of patent leather and comes 
in a whirl of colors—pearly white, red 
and white, pale yellow, pink, misty blue, 
and Prince of Wales blue in all of the 
smart new Riviera colors and color 
combinations. They are the kind that 
can be cleaned with the wipe of a rag. 
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Carson Pirie Scott Co., in the face 
of screaming cut-price sales, brings out 
a new model fabric in a dainty one- 
eyelet and a four-eyelet tie designed 
to make the foot look small, trimmed 
on toe and counter with strips of pat- 
ent leather. The one-eyelet comes in 
black or brown, and the four-eyelet in 
black, brown or gray. Priced at $8.75, 

Charles A. Stevens & Co., in its first 
floor shoe salon, are showing the daring 
London squares; they’re tailored, and 
have low almost flat heels; long plain 
vamps and toes, and are of the four- 
eyelet type. In black, brown, gray 


‘bucko or luggage calf, they are priced 


at $10.75. In brown alligator the price 
is $15.75. 

At Mandel Brothers is shown a wide 
variety of new sandals, ankle straps, 
T-straps, oxfords and pumps within the 
price range of $6.00 to $10.50, with an 
additional line of thirty numbers priced 
at $3.95, all regularly priced. Fabrics 
lead in the choice of material, in all of 
the vivid colors now popular in Chicago 
and the Middle West. Baby calf, bucko 
and suede run a close second in the 
wide range shown. 





Some months ago he withdrew from 
the firm and became associated with 
R. R. Butts of South Paris in the 
manufacture of moccasins. 





Mrs. Mark C. Deters 


BuFFALO, N. Y.—Mrs. Mark C. 
Deters, member of one of Buffalo’s 
early families and daughter of one of 
its pioneers, as well as mother of 
Harry Deters, popular business mana- 
ger of the Buffalo Shoe Retailers Asso- 
ciation, died Dec. 31, at her home, 28 
Edna Place, this city, where she had 
resided for the last 15 years. Her hus- 
band passed away in 1920. 

Until a few weeks before her death, 
Mrs. Deters was able to attend to the 
necessary work in her home, to which 
she was devoted. Respect to her mem- 
ory was paid by an unusually large 
number of floral pieces, including a 
beautiful one from the Buffalo Shoe 
Retailers Association. She is survived 
by her son, Harry Deters, and a 
daughter, Emma E. Deters, registrar 
at the University of Buffalo. Mrs. 
Deters was a member of Holy Trinity 
Church for fifty years, as well as an 
active member of the Women’s Society 
and the Women’s Missionary Society. 
She was born in Buffalo on the site 
now occupied by the Canisus High 
School. 





Opens New Store 

St. Pererspurc, Fia.—Walter W. 
Liddy is opening a new X-Ray Shoe 
Store at 516 Central Avenue. The store 
offers floor space of approximately 4000 


square feet, and has been decorated 
under the direction of an expert, so 
that it compares most favorably with 
the largest metropolitan stores. Qual- 
ity footwear at popular prices will be 
offered -for the entire family. An 
x-ray machine is used to insure scien- 
tific fitting in each individual case. 
Air-Step cushion shoes for women, 
Buster Browns for children and Pedwin 
for men will be featured. 


To Manage New Broadway Shop 

PORTLAND, ORE.—Harold Manerud, 
who was formerly with the exclusive 
feminine shoe salon of Harry Perkins 
of 5th Avenue, Seattle, has been se- 
cured by Benny B. Bloom to have 
charge of his fine new Broadway Shoe 
Shop, now in the making for a Spring 
opening. 

Going ahead with his plans for this 
new shoe store, Mr. Bloom has award- 
ed the contract for the construction at 
803 Southwest Morrison Street to M. E. 
White. This contractor is undertaking 
extensive remodeling and improvement 
to the store, at a cost of about $10,000. 
A new and modern store front will be 
installed and the interior arranged as 
a handsome setting for the display and 
merchandising of shoes, embodying the 
best ideas of the nation, since for the 
new Broadway, Mr. Bloom made a na- 
tional journey of observation and from 
his notes is working out plans for the 
new store, which will be one of the 
finest on the Pacific Coast. A highlight 
will be the air-conditioning system in- 
stalled. 
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Chain Store Efficiency 
records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 
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CHOICE SAMPLE ROOMS 
COULON-LA FRANCHE MANAGEMENT 
GEORGE A. TURAIN, General Manager 








Style Stressed at Detroit 


[CONTINUED FROM PAGE 34] 


were not selling well, despite interest 
in them, because dealers in these lines 
seem already stocked up and conse- 
quently are not buying now. However, 
women’s style shoes were reported gen- 


erally good sellers in all price ranges. 


An exceptional item was the big sell- 
ing of growing girls’ shoes with former 
price limits doubled and sport shoes for 
girls made up 75 per cent of the trade. 
Local sales were most important with 
nearly all exhibitors pleased with De- 
troit sales, but up-state sales reported 
few, as these dealers seem more con- 
servative despite good convention at- 
tendance. A fair number of sales were 
reported to Indiana and Ohio dealers. 


Many exhibitors were new to this ter-. 


ritory. Total display space was prob- 
ably the greatest for any Detroit hotel 
convention in five years, a hundred and 
eighty-one lines being represented, 
many using several hotel rooms each 
on eleven floors, instead of central dis- 
play hall. 

The award for biggest feet in Michi- 
gan was made to James Ellis, Detroit, 
17 years old, height 6 feet 10, wearing 
size 18 but measured for 20 with feet 
cramped in 18. 

Tuesday’s luncheon meeting was well 
attended. Joseph Burton of Lansing 
presided. Speakers included: Edward 
Stocker, Detroit, for Michigan Shoe 
Dealers Mutual Fire Insurance Com- 
pany Association Auxiliary, who report- 


ed forty million now carried by com- . 


pany, an increase of 40 per cent in past 
year. O. R. Jenkins, of the insurance 
company, remains as field secretary of 
the association. 

Clarence Faflik, of Cleveland, presi- 
dent of the Ohio shoe retailers, said: 
‘I like to think of Detroit and Cleve- 
land as one city, because they have so 
any things in common. Eyes of Amer- 
Ica are on these states to lead us out of 
the depression. Your outlook on busi- 
hess here is better and brighter than 
elsewhere. Detroit gave M. A. Mittel- 
man to the National Association in an 
hour of crisis, and his courage and lead- 
ership have endeared him to retailers 


of America as well as won the respect 
of manufacturers. In his own store I 
found cards everywhere for employees 
with one word—think. He says take off 
your coats and go to work, modernize 
stores, train salespeople so they will 
truly represent your business, then tell 
the facts to your public with proper ad- 
vertising.” 

Five hundred ‘tickets were sold for 
the evening banquet and installation of 
officers. Speakers on the program were 
Harvey J. Campbell, secretary, Detroit 
Board of Commerce, as toastmaster; 
William T. Livingston; E. E. Edgar, 
sports editor, Detroit Free Press: M. A. 
Mittelman, and Arthur D. Anderson, 
editor of Boot AND SHOE RECORDER. 


Appointed Manager 


MIDDLETOWN, CONN.—Morris Becker, 
lately manager of the shoe department 
of the C. O. Miller Co., Stamford de- 
partment store now overated by R. J. 
Goerke of Newark, N. J., has been 
named manager of the shoe depari- 
ment of Wrubel’s, Inc., 392 Main 
Street, this city. 


Retailers Join to Promote Interest 


PITTsBURGH, Pa.— The Pittsburgh 
Shoe Retailers Association joined the 
newly-formed Federated Council of 
Retailers, which includes 10 retail trade 
associations, in a move to strengthen 
the voice of retail industry in local and 
state legislation and protect and pro- 
mote the general interest of retailers. 
The combined organization is affiliated 
with the Pittsburgh Chamber of Com- 
merce. 

Sam Levine, president of the Shoe 
Retailers, is heading a group of three 
who represent the association. Every 
other association is represented by a 
similar group. 

To insure immediate action, espe- 
cially in the fields where price cutting 
is in effect, officers pro tem. were 
elected. They are James H. Greene, 
president; J. V. Loughran, vice-presi- 


dent; and H. W. Correll, secretary. 
The first general meeting of the Fed- 
erated Council was held at the William 
Penn Hotel here last week. Grover 
Whalen, famed New York figure, was 
the leading speaker, discussing ‘“Co- 
operation Among All Retailers.” 


Shoe Line Re-established 


NEWARK, N. J.—After an absence 
from the city of several years, Queen 
Quality shoes are again established 
here, distributing through a shop car- 
rying that trade name and located at 
123 Halsey Street. The shop features 
a pedigraph and a wide size range. 











THE BOOK FOR 
SHOE MERCHANTS 


"2222 RETAILING IDEAS” is NOT 

just another shoe book, but offers the 
alert shoe merchant 
the best ideas of al- 
most the entire retail- 
ing field for adap- 
tation to his own 
requirements; a great 
reminder of important 
details; a time-saver 
that enables you to 
put ideas into action 
from the hour it 
reaches your hands. 
Some of the 39 CHAP- 
TERS: 


Ideas for Shoe Selling, Display 
Stock-keeping 


Advertising Ideas 

Prize, Discount and Gift Ideas 
Unusual and Miscellaneous Ideas 
Management and Economy Ideas 
Merchandising Ideas 
Employer-Employee Ideas 

Ideas That Make Stores More Attractive 
Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 
Ideas to Attract Children 

Cash, Credit and Collection Ideas 
Anniversary Sale Ideas 

Spring and Summer Ideas 

Voting Contest Ideas 

Mailing List Ideas 

Dollar Day Ideas 

Hosiery Ideas 


337 pages—$3.00 Postpaid 
Please remit with order 
BOOT AND SHOE RECORDER 
239 West 39th St. New York City 














‘THE TICKET 


AND / CARD 
JANUARY 


White patterned board. Mod- 
ernistic design in gold, light 
green, and blue. The price 
ticket is white, blue and gold, 
with adequate space for word- 
ing or stock number. 





r 


/ 
very 
ae 


outstanding Values 


upstanding shoes- 





CARD HOLDERS 


Oval base—burnished gold— 
three-color trim. These modern- 
istic holders take any size card, 
and harmonize with the finest 
window display fixtures. 


Supplied with annual services. 
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Everyone Passing 


is a Possible Prospect 
SELL THEM 


wer 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 


women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35c each 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 
tickets available. 
WITHOUT STORE NAME: 6 dozen, $1.10—!2 dozen, $2.00 


WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 





Polly Clips 
Pouy Cu P for Price Tickets—Adjustable— 


for*Price Tickets Tilt at any angle. 


Ya gross 





Polly Shoe Helder 


To display arch. branded. and 
fibre-sole shoes. Always re- 
mains in upright position. 





Recorder Stock Record 
Tickets 
for shoe cartons. Cyclone clips 
Pou SHOE included: 
OLDER. seeacase 
I 


Pat. Pending 























When writing advertisers please mention Boot and Shoe Recorder 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS aare obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 
or blanks. 


12 dozen (printed or blank) 
6 o oe o il] 























(Cross out 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 
$5.00. 


SERVICE 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN, supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange ony. 
cards received for others of the current month, whose text better covers 
their merchandising program. 

PRICE TICKETS: Blank tickets, harmonizing with the current month's cards. 
supplied free. 


IMPRINTED PRICE TICKETS, with prices as wanted, to assure well blended 
trim, are 35c per fifty, additional. 


CARD 
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SERVICE | MONTHLY HOLDERS TICKETS 





No. | $5.00 6 100 


=] 
< 
~ 
4 
a 
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2 4.00 4 100 


(fry 


. per year, payable 





eard holders. 


3.00 


month additional 
each month’s service deliv- 





2.25 


For this service we will pay 
cash in advance, full year’s 
service, 5% discount. Checks 
from forelgn subscribers 
must be drawn on JU. &. 
banke, or Include exchange. 
if for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
ered, and agree to return the 
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MERCHANTS SERVICE DEPARTMENT 
BOOT & ‘SHOE 
15 OCOV y/ 


209 S:STATE ST: CHICAGO-ILL: 


FOR ITSELF «- IN 
INCREASED BUSINESS 


/Mail Couper Vow! 




















Check, with order, please, unless C.0.D. preferred 


Service 
service), 


. IMPRINTED 


at 35¢ per fifty, 





..» consisting of 
. card holders (with 


Card 
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additional. 

















‘Vv’: Pale blue 
board, dark blue 
moon, and golden 
moon. 

“N”: Same design, 
tan board, brown 
trees, orange 
moon, 


Size: 


“D”: White board, 
green and gold— 
yellow design. 


Yo” x 23%"—Prices on opposite page. 


“M” Rust pennant, 
Goldenrod yellow 
stripes on cream 
background. 


“BY”: Blue bar with 
orange sunburst on 
silver board. 

“A”: Same design 
white board=— 
brown bar—orange 
sunburst. 


Please enter our order for the 
Recorder “‘Selling Messages,” 


beginning with JANUARY, 


continuing monthly for one 


year, 


or 
the first month’s 


blank tickets each month, 


TICKETS, 





When writing advertisers please mention Boot and Shoe Recorder 
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and Want Ad 





SALESMEN WANTED 


POSITION WANTED 


POSITION WANTED 





WANTED: Salesman for California, Line Jn- 


fants’ Prewelts and Men’s Beach Sandals, 
commission basis. The Kepner-Scott Shoe Co., 
Orwigsburg, Penna. 





ATTENTION 
SALESMEN! 


Opportunity for live-wire representa- 
tives with established following to rep- 
resent the largest house featuring and 
specializing in STYLISH STOUTS, and 
CORRECTIVE FOOTWEAR, as well 
as sports, spectators and opera pumps. 
The following territories are open: 


NEW YORK STATE, WESTERN PENNSYLVANIA 
AND THE SOUTHEASTERN STATES 


In replying give all detaiis as to 
experience, following and references 


NU-WAY SHOE CO. 


142 DUANE ST. NEW YORK CITY 








Experienced Shoe Salesman 


with established following to represent Bos- 
ton wholesaler. Long line Men’s, Boys’ Dress 
end Work popular priced shoes. Territory 
available: Indiana, Illinois, Minnesota, Mis- 
souri, Iowa, Kansas, Nebraska and West 
Coast. Address E-581, care Boot & Shoe Re- 
corder, 140 Federal St., Boston, Mass. 











SIDELINE SALESMAN with non-conflicting 
line wanted to carry fast-selling in-stock line 
of juvenile shoes in New York, Pennsylvania 
and Ohio State. Strictly commission basis. 
Must be live wire. State territory, experience, 
age and present employment. Address E-573, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 


XPERIENCED SHOE SALESMAN wanted 

to sell women’s novelties for Western Ohio 
and Indiana, and one for Illinois on a strict 
commission basis. Address E-572, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








FOR LEASE 


SHOE DEPARTMENT _ in __ popular-priced, 
ready-to-wear store. City in New York 
State convenient to N. Y. C This store has 
never had a shoe department. Inquiries are 
invited from responsible individuals or chains. 
Address E-579, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 








FOR SALE OR RENT 


OLD-ESTABLISHED retail and wholesale 
shoe concern—good corner location in the 
heart of largest city in N. E. Pennsylvania. 
Four-story building—modern fixtures. Address 
E-577, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 








STREET, NEW YORK, N. Y. 





Good Store Manager Available 


I have sold men’s and women’s high grade shoes for such New York City retail 
stores as French Shriner & Urner; Frank Bros., and Coward during the past 
dozen years. Am well versed in the mechanics of the feet; can fit shoes 
properly and can transmit this knowledge to others; can take charge of all 
displays, in fact am fully competent to run a good shoe store or shoe depart- 
ment anywhere. Am willing to demonstrate my ability on a profit sharing 
basis. Employed in New York City at the present, but as I am single will go 
with any reputable firm wherever they may be located. 


ADDRESS E568 CARE BOOT & SHOE RECORDER, 239 WEST 39th 











Factory Quality Man 


With twelve years’ experience with 
Kozak & McLaughlin, Long Island 
City, to my credit, I am now look- 
ing for a job as assistant cutting 
room foreman, leather grader or 
quality man in a woman’s shoe fac- 
tory, in any part of the country. 
Single. Christian. 


J. C. MAYER 
3057 36th St., Astoria, Long Island, N.Y. 














LEGAL NOTICE 








Please take notice that the part- 
nership of J. Jerome Gorman and 
David Gorman, doing business as 
Gorman Bros., at 22 Park Place, 
Morristown, N. J., has this day been 
dissolved and the business is being 
conducted by J. Jerome Gorman. 
Dated, January 4th, 1936. 


SALESMAN and Factory executive familiar 
with volume trade seeks connection, shoe or 
factory supplies. Address E-559, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





MR. MANUFACTURER: 
HAVE YOU 
THIS PROBLEM? 


Are you looking for a competent 
man to aid you in your shoe factory 
or perhaps a manager for the new 
branch that you are planning to 
establish? 

If so—you need look no further. A 
man with a splendid record of ac- 
complishment, a man who knows 
shoemaking from every angle and 
has had many years of experience 
is ready now to lift this burden 
from your shoulders. 

He knows leather—both upper and 
sole—costs, management and manu- 
facturing processes, can do the buy- 
ing, make every type of shoe and 
manage every department. 

He wishes to become associated 
with a sound and reliable manu- 
facturer. 


Address E-571, care 
BOOT & SHOE RECORDER 
239 West 39th Street 
New York, N. Y. 


























WANTED TO PURCHASE 





CASH paid for Men’s, Ladies’, Children’s 
shoes, houseslippers. Need large quantities 
for export. Charles Weinstein, 49 Lisp d 





St., New York City. 












WANTED TO PURCHASE 


WANTED —Modinm-grede family shoe store in 
Michigan, preferably Flint, Pontiac, Grand 
Rapids, Saginaw. Will | uy outright stock and 
fixtures and assume lease. Address E-575, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 

















mum charge 7 


address should be counted. 


CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is 7 cents per word. 
When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in adva 
(== Advertisements for this page must be in our New York office on Friday of the week preceding publication. “GJ 


Minimum charge, $1.25. 
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BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 








AGENT WANTED FOR U.S. A. 
iit 


First Class European 


SHOE FACTORY 


High class women’s and children’s 
shoes, already exported to England 
and other countries. 

Apply at once with references, as- 
sistant manager now in New York. 
Address E-574, Care 
BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 











NEW Southern corporation to manufacture and 
distribute shoes wants proper man to man- 
age New York office. One who can invest 
$5,000.00 in capital stock. Guaranteed returns 
on investment, good salary and services can be- 
gin promptly. No information for curiosity 
seekers. Address Gholson and Gholson, At- 
torneys, Henderson, N. 





LINE WANTED 


LOW-PRICE men’s dress and work shoes, also 
women’s novelties for the Virginias, Caro- 
linas and Tennessee. Established trade. Weekly 
drawing account. Address E-576, care Boot 

Shoe Recorder, 239 West 39th Street, New 


York, N. Y. 


HOE SALESMAN looking for opportunity to 

prove to reliable manufacturer he can be 
a success with proper connections. Prefer 
strong line men’s or women’s $2 and $3 re- 
tailers selling to larger trade. In stock or 
make-up. Territory—-Michigan, with any nearby 
states. Best of references. Address E-578, care 
Boot & Shoe Recorder, 209 South State Street, 
Chicago, Il. 


SALESMAN—19 years with one concern, good 
following—desires manufacturer’s line men’s 
and boys’ popular-priced dress shoes for New 
Jersey and vicinity. D-741 West Side Avenue, 
Jersey City, N. J. 


ANUFACTURERS AND SALES MAN- 

AGERS, ATTENTION! A salesman, cov- 
ering New York and Westchester County, is 
NOW available to represent a line of Medium 
and Low-Priced Men’s and Women’s shocs in 
this territory. His sales record covers 25 years 
with the largest shoe houses in the industry. 
Although 40 years of age, this man can produce 
TODAY upwards from $75,000 to $100,000 an- 
nually. His character, integrity and ability are 
vouched for by capable references. This man 
is ready to take YOUR line and produce! Ad- 
ditional information furnished gladly. Address 
E-580. care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 




















New Shoe Shop Opened 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or goods to buy; no agency 
or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 











WANTED TO PURCHASE 








CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retail 
Wanted: Red Cross, Florsheim, Arch Preserver, 
Enna Jettick, etc., Nunn-Bush, Bos- 
tonian, Walk-Over, etc. 
BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 








Buyers of Surplus Stocks 


We will buy surplus or entire stecks of shoes 
from manufacturers, ers or retailers, 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 








WE BUY 

Entire or Surplus’ Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Etc. 

IRVIN RUBIN 

“The House of Jobs’’ 

89 Reade St. Cor. Church 

Phone Barclay 7-7887 New York City 














MERCHANTS NEEDS 


DISPLAY ©® 
XKTURES 


<= 


NY Agoin SEGALL & SONS Toke 
the Lead by Presenting Display 
Equipment in the Newest of 
Modern Designs at Prices You 
Will Find Most Agreeable. 
A special folder, has 
been prepared. Please ask 
us to mail you o copy 





MERCHANTS’ NEEDS 





Gét your copy of “Dancing 
Dollars.” An interesting and 
informative folder that tells 





smart shoe men how to attract 
a very desirable and highly profitable 
trade. Write SELVA & SONS, Ine., Dept. 
“B,”’ 1607 Broadway, N. Y. 





THE DUNDE 
SHOE RESHAPING MACHINE 
is a necessity to every retailer. 


Practical and economical. More than 
re for itself within a very short time. 
Eliminates gapping, slipping at heels, 
cost of sepinding and many other fitting 
evils. Endorsed by leading retailers 
throughout the country who wonder 
how they ever got along without this 
machine. 





Machine without hand iron 
Machine complete with hand iron... $35.00 
Hand iron only ..... +++ $15.00 


f.o.b. New York City 
Ask for Descriptive Literature 
DUNDE SHOE RESHAPING DEVICES, INC. 
13 EAST 37th ST. NEW YORK, N. Y. 

















Appointed Buyer 

OMAHA, NeEB.—C. M. Long has been 
appointed buyer for the Winkelman 
shoe salon in the Haas Brothers store 
in Aquila Court. 


DETROIT, MicH.—David M. Lieber- 
witz has opened a new shoe store, under 5 SEGALL & SONS He has just returned from a visit 


the name of David’s Shoe Shoppe on _< 923 Arch S$t., Philadelphic to the Winkelman factory in Phila- 
delphia and a tour of the Winkelman 


Washington Boulevard, Detroit’s most a 

exclusive shopping thoroughfare. Mr. shoe salons in the fashion centers of 

Lieberwitz formerly operated the L- the East. He also visited the new re- 
Effective contrast to the brown is| sort shops on the Atlantic City board- 


Bee Shoe Shoppe at 228 West Grand 
River Avenue, also downtown, and has | given by the use of blue shoe boxes| walk and in Miami, Florida. 
A light blue was first 


been using this store as an outlet lo- | throughout. 
cation for some time, but is planning | used, being replaced now by a deeper|,,, _, 
to close it entirely within a month, con- | blue which matches well with the rest Miami Shop Moves 

centrating all his energies upon the | of the store fittings. Blue rugs are} Miami, FLA.—Cowen’s Beach Shop, 


new store, ; also used. formerly located in the Roney Plaza 
The store is one of the most unique Carrying only women’s shoes, the| Building, Miami Beach, for the past 
small shops in the city, designed in an | store has an atmosphere of intimacy | three years, has moved to 743 Lincoln 
unusual brown layout. The main} that is enhanced by careful attention| Road. The name of the shop remains 
decorative shade is dark tan buff, trim- | to the fitting scheme. There are no| unchanged. 
med with a dark brown upon the wood- | empty holes in the stock shelves, and Several high-style lines have been 
work and fixtures. The chairs are of | every space is filled by a blue front| added to the stock in addition to the 
white, with a gold trim design. box at all times. high-style lines previously carried. 
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One for Trying 
Bill wasn’t very bright in school. 
His studies gave him trouble 
In every subject, as a rule. 
His woe was always double 
When came examination day. 
He always finished sighing: 
“Well, I have failed, but come what 

may, 

I will get one for trying.” 
He passed to Life’s sterner school, 
But still no laurels sought him. 
He labored hard with hand and tool, 
But little Fortune brought him. 
“A failure,” someone said one day. 
“Maybe,” said Bill, replying, 
“But Life has mercy. Anyway, 
She’ll give me one for trying.” 
The years went by, and age came on, 
And left him weak and hoary, 
Dreaming of things and days agone, 
In Life’s long, trying story. 
His lips moved, as he sank to rest, 
Saying: “Dear God, I’m dying. 
Really, I’ve done my level best. 
Please give me one for trying.” 


Clarence Edwin Flynn 



















Canada High in Rubber 
Production 


MONTREAL, CAN. — Canada_ ranks 
among the leading countries of the 
world as a manufacturer of rubber 
goods. Production in 1934 was valued 
at $55,230,381, the highest since 1930, 
when the output was worth $73,752,- 
673, according to a report issued by 
Dominion Bureau of Statistics. 

The products of this industry find 
their way to the remotest parts of the 
world. Norway, Uruguay, Dutch East 
Indies, Belgian Congo and China are 
but a few of the far-flung countries 
into which Canadian exports find their 
way. During the year Canadian exports 
were valued at $11,990,151. 

In 1930, Canada was the fifth largest 
importer of raw rubber in the world, 
ranking after the United States, the 
United Kingdom, France and Germany. 
In 1934, however, with an import of 
raw rubber worth $7,654,544, Japan 
and Russia also headed Canada. 




























To Use Radio Program 


Los ANGELES, CAL. — With the 
thought of “going to town right this 
year,” Walden Kennedy, advertising 
manager for the Wetherby-Kayser Shoe 
Company, states that his company will 
put on a feature radio program on a 
major station during 1936. The feature 
will be full length and properly timed 
for the best attention. The decision to 
use radio advertising in a major way 
was arrived at following its use in con- 
nection with the after-Christmas sale in 
the Broadway location where it was 
simply impossible for the sales force to 
take care of crowd. “Naturally,” says 
Mr. Kennedy, “proper timing of radio 
programs has everything to do with 
their success.” 
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# Buying Gui 


BOOTS AND SHOES 





ARNOLD, M. N., SHOE CO., So. Weymouth, Mass................-........-Pront Cover 


AGROBAT GHOER ANC... Faribault, Minn... .. «0056 cc cides eiiicewcte cheees 


BROOKS GHOE MFG. CO... -Philedelphia, “Pa.. -........ codes ccs ccdeskicresegteees. cM 
BROWN SHGE GOMPANT, St. Louis, Mo... 5 5ccosec Senden nes ese sees. 28, 29 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass............ 0.000002 eee eee. 40 
COLT-CROMWELE GO New York Cityscc i c5 ees os gos Lia eistinsaaese eee. . 4 
COMMELL. J. WM. SHOE CO. S: Braintree, Mass:.. 665.6 6s nee cee... 44 
DAVIDSON -SHGE CO: Nashville, Tenn... . 6. ccc cn cos cece cass cece ess 2 
ENDIGOTT-JOMNSON GORP.. Endicott, N. Y.... 2. .5..5 cc caeeecesceusesers 4,5 
PREEIIANN SHIGE GORPS Belo WIS. 6 goo s citi cae. Ses ve eweaen wees 10 
GREEN AMIEL GO... Dolgeville, NV... .655. 2 coecccaek hos 8c cececkan viewer 2nd Cover 
SIRMEMDALL BGOT CO. Oinaha, (Neb: :...« 666564 xc siccn sdesibes ane cee. 4b 
PARR Sir Palin NO oo. 55. hoino ock his os ease Soh eae Ss 40 
Oe ie eat i MRR ESTES 0) ee ae ae anc arte Se . 8 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass............... 200s eee eees a) 
NUNN, BUSH SHOE CO., Milwaukee, Wis...........0..... 0c ccc ee eee eee 3rd Cover 
ORTHOPEDIC SHOES, IMG... Portsmouth; (0... «5.0.05 65. se cis ceete es Back Cover 
ROBERTS, JOHINEON BRAND: St Louis; Mo... 05 oe nk caves cee cee. aay | 
ROI She Hine. GO. Milwaukes, Wiss...» 6.06 oc 5 eee ck cece ses eeslecacecer 4\ 
Reem VC RE 5 ois vc C85 ee eer aneeeesieac eeu. ... SI 
I ee rs EONS INS ook elastic depos cans see sodas stelhe atric: 33 
WRIGHT, -E, T.98:GO., ING. Rockland: Masts... 5. cis cosa eet di siiiccss 39 
LEATHER AND OTHER MATERIALS 
ALLIED KID CO., Quaker City Div., Philadelphia, Pa.................0. 000s eee 2a 
AMALGAMATED LEATHER COS., Wilmington, Del...............0 0. cee eee eee 25 
LEVOR, G., & CO., INC., Gloversville and New York City..............0.0005 — 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
LITTLEWAY PRG ee "CO., Boston, Masts... «6.0 tenis iccecees 27 
eee? URGE Gert, BOttOn, Mass. 5 ok oi eee es rein ea wo . 45 
UNITED SHOE MACHINERY CORP., Boston, Mass...............0000ee eee 6, 35 


STORE EQUIPMENT 


DUNDE SHOE RESHAPING DEVICE, New York City.... 

HOWELL MFG. CO., St. Charles, Ill... aA ania ca ean ocala 
Seri Simete, PUBOIONIA OP Os, 4.5 ck ae a cose ORV eee eas 
ee OMI ED AIDEN Nein isecck cle pice Rees ee bd enna eae : 


MISCELLANEOUS 


BARIS SHOE CGMPANY, New York City. ... 0.0.6. cc cece ede e eens 
HOTEL BENJAMIN FRANKLIN, Philadelphia, Pa... 2.0.0.2... 
PECUTELy Teptrees, Basten, MBSE... 5... kooks beet bebe consent cee. 
Ree ne IW TRIN, 5 cnc ihe Slide ee Mode ctcbeepesies ate. : 
KIRSCH-BLACHER CO., INC., New York City.....................0005. 
MARBRIDGE BUILDING, New York City... oi... c.nres cece cc ees cceaeeree ee 
STEPHENSON LABORATORY, Boston, Mass.. ...........000 cece ec eee eee 


5! 
4| 
51 
43 


5I 
4 
47 
5I 
5! 
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\ 


ON! = VITALITY 
= AN NEELOSINCNS 


rv 
28, 29 
. 40 
. 44 
44 
a . 
4,5 Pe oe out in front, Vitality’s Spring Lines go farther 
10 WW than ever before in presenting a truly great assortment of 
Cover ; fine shoes for women and children, men and boys. Mer- 
Siam Ue yn chandisable patterns are abundantly represented. All are 
7 “ pis styled smartly to sell. Into every shoe is built quality with 
| ; a | that patience for perfection that distinguishes Vitality. 
Cover IN — ae) —s Through aggressive national advertising Vitality’s message 
Cover Wu Wb | * reaches one out of every four homes in the nation. Consider, 
’ a {| too, that Vitality’s In-Stock Service covers the Spring Lines 
4 more completely than ever before. It means more rapid 
turnovers, quicker fill-ins, increased profits. Investigate 
99 Vitality’s proposition. The way to bigger profits is amply 
and unmistakably indicated. 
VITALITY SHOE COMPANY e ST. LOUIS, MISSOURI 
me! Branch of International Shoe Company 
2 : eas ic WOMEN’S CHILDREN'S MEN'S BOYS’ 
: : = AAAAA to EEE Complete widths AAA to G AtoE 
Sizes 2 to 11 and sizes Sizes 5 to14 Sizes 1 to 6 
$6.75, a few $2.25 to $5 $5.50, $6, $4and $4.50 
styles $6.00 Priced according $6.75 
” 4 “n SOL ITA to size 
s x 3 VITALITY GROWING GIRLS’ AND THRIFT GRADE SHOES FOR WOMEN $5.50 
6, 35 
5| 
43 
51 
4| 
47 
¥ ~ “s Wa VALENCIA 
51 ~ 
4\ 
. 5 


Vol. (VII, No. 21, BOOT AND SHOE RECORDER, published every Saturday by Chilton Company (Inc.). Chestnut and 5th Sts.. Philadelrhia Pa. Enierel as secon! elasy 
matter November 23, 1932, at the Post Office in Philadcl hia under Act cf March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. 








BOOT AND SHOE RECORDER, January 25, 1936 


RAIDAL STRAPPING 


NEW AND IN STEP WITH 
FASHION’S STRIDE 


To Manufacturer and Retailer alike, Texoid Sandal 

Strapping presents a fine opportunity to develop additional 
appeal in Sandals. 
New and attractive designs in several color combinations 
are available. A special chemical treatment makes this 
material practically waterproof and gives it outstanding 
durability in wear. Texoid conforms easily to the shape 
of the foot. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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YOU CAN’T GET 


TURNOVER 


WITHOUT 


up-to-the-minute STYLE 
dollar-for-dollar VALUE 
established REPUTATION 
consumer CONFIDENCE 
honest QUALITY 


STEELE EAT I Rs 
‘ 


Topay, to get turnover, you must have a branded 
line with features of recognized value. 


First, you've got to have shoes with StyLe. Douglas 
has it! We've shot the works on the new Spring line — 


—and it shows it! Our expert stylists know that an 
eighth of an inch may be the difference between 
what's in fashion and what isn’t. Douglas is definitely 
IN| 1 Ventilated shoes. Light-weight shoes. Sport 
shoes, including bucks in all the popular color com- 
binations. Perfect-fitting, up-to-date lasts—with due 
attention to all the latest trends. All styles in stock. 

But style isn’t the whole story. Douglas All-Leather 
Construction means consumer confidence and repeat 
sales, Douglas’s 50-year-established prestige is being 
extended by national advertising in “The Saturday 





Evening Post” and “Esquire.” Douglas prices are 
popular prices, as always, yet allow you a generous 
mark-up on every pair you sell. 

THESE are the qualities that make the Douglas 
trade-mark a symbol of TURNOVER and Prorirt. There 
may be an exclusive franchise in your district. Write 
for information. W. L. Douglas Shoe Co., Brockton, 
Massachusetts, 


THESE LEADING DEPARTMENT STORES SAY 
‘“‘-DOUGLAS TURNOVER SPELLS PROFIT’’ 


Bon MARCHE SEATTLE 

Emporium San FRANCISCO 
F. & R. Lazurus CoLumBus 
Frank & SEDER Detroit 
GILCHRIST Boston 
GIMBELS PITTSBURGH 


Hirscw Mercantite Co. 

Los ANGELES AND VICINITY 
May Company BALTIMORE 
THE Bosron Store MILwAvUgEE 


THE LEADER MINNEAPOLIS 


W.L. DOUGLAS SHOES 


THE FASTEST TURNING LINE IN AMERICA 





When writing advertisers please mention Boot and Shoe Recorder 








THERE'S AN 
ENDS: ‘JOHNSON 


@ Vroducl 


FOR 
EVERY SHOE STORE 
IN AMERICA 





Cem-Pro’s 


ALL | 
IN : 


. 


STOCK | 












Cow yow 


Laewac 





1803 — Misses’ Patent Center 
Buckle Sandal, 9/8 Leather 7 
Rubber Top Lift. 12%/3 
ree ts. 


1804-- ~~ areal White Calfskin 
SEP a5 cosieseweoowan $1.45 



















1847—Misses’ White ¢ en 
Front Strap Sandal. 8/8 Cov- 
ered Heel. Widths B-C. 
Te Ys err $1.45 


1847'/2—Same as 1847 in Child’s 
5/8 Leather Heel. C Wide. 
St ae $1.35 


1846—Same as 1847 in Girl's, 
10/8 Covered fom e!. Widths 
B-C Te , ig ere $1.65 
































1841 — Misses’ White Calf 
Blucher Oxford, Marrona 
Brown Trims snd Stitching, 





8/8 Leather eel, Leather 
Top Lift. Widths B-C. Sizes 
; Sy “ 45 
1853—-Misses’ White Calfskin 1841%2—Same as in 
| Sell ee ental, 2/8 Child’s, 5/8. Heel. Width Cc. 
bt + a idths ¢S Sizes 8%/12 ......... $1.35 1849 — Misses’ White Call 
nda a ee 1840—Same A 1841 in Girl’s, Side Buckle Sandal, 8/8 
Ye—Same as 1853_ in 10/8 Heel. Widths B-C. I ‘Bubb 
Child > ? Leather Heel, Rubber Top 
, Yhild’s, 5/8 Leather Heel, Game Bele on sccessces $1.65 Lift Widths B-C. Size: 
y i. mH? moa i Lift. ee * .. 1842—Same as 1840 in all 12%/3 . F $1.45 
\ Yo Size: ae WHS. c pbs sSovbocenns 185 thease ctteme tn ‘a's 5/8 
2 VY P Pe 1852—Same as 1853 in Girl's, (843—Misses’ ail white as Heel. ¢ Wide. ont 
a8 S/N, (4 10/8 Covered Heel. Widths borg Widths B-C. Sizes . ” * ; 
ye : i. B-C. Sizes 3%/7..... BPRS oes ccscaceseye 1 aa Sa =a 
ae 1843—Child’s all white as 148 Sai OC. ise 
141%, Width ¢. Size. aoe ee oe 
Sawa eraeee tae $1.35 Fin ESI FEES 





ENDICOTT - JOHNSON 






THE YOUNGER GENERATION 7% ~ a 


Eo OOO SE OF € 
PT iain OIE OE a: 


5 ee is a great opportunity for every 

merchant who builds an acceptance 
with the younger generation. This desir- 
able business can best be had by featuring 
Endicott-Johnson children’s shoes—Styled 
to please the kiddies and the parents, 
made by skilled Endicott Johnson Cratfts- 
men, by the cem-pro process, In Stock in 
all the popular leathers and in every pre- 
vailing color—lIt will pay you to place your 
initial Spring order on these today. 


5229—Misses’ Patent Front Strap, 5226—Misses’ White, Front Strap 
8/8 Leather Heel. Rubber Top Lift. Sandal, 8/8 Leather Heel, Rubber 
Size 12%/3 1.1242 Lift. Sizes 12% to 3......$1. — 
52292—Same in Child’s 5/8 Rub- 5226/2—Child’s as 5226 “5/8 

ver Heel. Sizes 8% to 12..$1.02'2 ber Heel. Sizes 4 to 12. $l. aos 
§230—-Same in Misses’ all ‘white as 5225—-Same_ as 226 in patent. 
5229, 12% to 3 $1.12% Sizes 12% to 3 $1.1242 
5230/2—Child’s White as 5229%. 5225'/2—Same as 5226% in patent. 
| 3 | ae $1.02. Sizes 8% to 12 $1.02! 


5228--Misses’ White Front Strap 5234—Misses’ White. Side Buckle 
Sandal, 8/8 Leather Heel, Rubber Sandal, 8/8 Leather Heel, Leather 
Lift. Sizes 12% to 3......$1.12% Lift. Sizes 12% to 3 eR 
5228'2—Same in Child's. Sizes 5234'2—Same in Child's, 5/8 Heel. 
8% to 12. Rubber Heel....$1.02'/ Sizes 8% to 12... vee. $4072 
5227—Same as 5228 in _ patent. 5236—Same in Patent as 5234 for 
Sizes 12% to 3 $1.124% misses. Sizes 12% to 3....$1.174% 
5227'2—Same as 5228% in patent. 5236'/2—Same as 5234% in Child’s 
Sizes 8% to 12 $1.02 Patent. Sizes 8% to 12....$1 07% 


5220— Misses’ White Bluchet 
Oxford, Marrona Brown Trim, 
8/8 Leather Heel, Rubber 
Lift. Sizes 12% to 3.$1.17%2 
5220/2—Same in Child's, 5/8 
Rubber Heel. Sizes 81% to 
Pe Wee ccuvetdsiscones — 072 
5221 Same as 220) =in 
Misses’ all white. Sizes 
12% to 3 $1.12 
5221/%2--Same as 220% in 
bogey all white "Sizes 8% 

. $1.02% 


ENDICOTT, NYY SE Laws, ma 
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The New Organization of 
AULT - WILLIAMSON COMPANY 


Ma TBE) SUE 


AULT-WILLIAMSON COMPANY 
i@ea 22 «2 2° 2 8 





When writing advertisers please mention Boot and Shoe Recorder 
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\ 
Y PROCESS COMPANY 


VERAL STREET, BOSTON, MASS. 
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ON 


Street of Fashions; —down its 
broad sidewalks stride the most 
fashionably dressed men and women in the world. On their 
well shod feet Calfskin predominates in the smartest shoe; 
America can produce. Today these fashions seen on Park Avenue 
may be seen almost simultaneously all over America. It is fitting 
that the office of THE OHIO LEATHER CO., manufacturers of 
fine Calf Leather for style shoes, should be located at the very 
beginning of this street 
where fashion begins. 


Windows of the Ohio Leather Company 
featuring the products of America's foremost 
shoe manufacturers. 


THE 
@ 


LEATHER COMPANY, 
2 PARK AVENUE, NEW YORK CITY TANNERIES—GIRARD, OHIO 


Tue OHIO LEATHER COMPANY, Inc 
FINE CALF LEATHER 





